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What's the 


Big Idea? 


By Ricuarp L, PRATHER 


HAT is the Big 
Idea for Summer? 
Is it style, color, 


pattern, mode, jazz, or what? 
Are we going to run wild 
again on the fetish of style 
and overlook the main ob- 
jective of a retail store? 

To one on the side lines it 
seems that the real Big Idea 
is to sell more shoes right— 
and profitably. That is what 
a shoe store is supposed to 
be in business for—not to chase will-o’-the-wisps, or 
engage in a game of “button, button.” This is not 
derogatory to style. We must have style and beauty. 
But we should not lose sight of the real issue—selling 
more shoes right and profitably. 

What is said in the following paragraphs is intended 
for the average shoe retailer in the average town, and 
the big city chaps may 


store. 


HIS is the first of a series of articles by 

Mr. Prather dealing with some of the 
homelier but very important aspects of build- 
ing and holding trade in the average shoe 
Six problems which must first be 
solved are outlined in this introductory arti- 
cle. Later articles will take up the problems 
individually and point the way to a profitable 
solution of each. The next article, dealing 
with how to get the patronage of new people, 
will appear in the issue of June 16. 


The increase must come 
from more sales per cus- 
tomer or from people who 
are not at present trading 
with me. 

2. How shall I win the 
patronage of new people? 

3. How shall I hold that 
which I now have and add 
to it profitably? 

4, Who is my customer? 
How well do I know him or 
her? I surely must know 
them better if I am to gain their friendly interest and 
continued patronage. 

5. What are the likes and dislikes of pepole who may 
be present or future customers? What do they like 
or dislike about my store and me? 

6. How much can they afford to pay for shoes? Upon 
this may depend a great deal in my battle for business. 

Let’s take these ques- 
tions one by one and see 





pass up reading any fur- 
ther if they choose. 

If I were a retailer in 
one of the smaller towns B 
or cities today, it would l 
be my first thought to get 
a platform, or set of 
rules, by which to work 
out the problems that con- 
front the trade right now 
as we step into warmer 
weather. Here are some 
suggestions: 

1. How may I get that 
increased business so bad- 
ly needed to pull me out 
of the hole and give me 
the money to pay my bills 
and put a little in the 


t 
“How to 
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win new trade 


'3-How well do | know my trade 
'4-What do my customers like | 


5-What QO my customers dish Re | 


much can they attord 
wv 


what we can do with them 
in the way of working out 
a real plan of operation. 
First of all—to get the 
needed increase from old 
and new trade. We must 
sell an increased number 
of pairs to our old stand- 
bys without seeming to 
push them too hard. 
Every customer now buy- 
ing shoes from us regu- 
larly is a potential buyer 
of at least one more pair. 
We must break the habit 
of buying one pair of 
black. shoes and wearing 
them all the year. Our 


— 








bank for emergencies? 


bread and butter business, 
[TURN TO PAGE 79, PLEASE] 
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High Art Trims at Low Cost 
for she Small Store 





Use Your Ingenuity and Fifth Avenue Displays Can Be Transplanted 


EW types of display fixtures, modernistic and 
otherwise, constantly are being created by in- 
genious display managers and firms which 
make it their business to cater to the display needs of 


retail merchants. 


The sketch on this page shows an unusual effect 


to Main Street Without Much Trouble 


ance, smooth, heavy paper could be pasted over the 
compo board in any desired color. 

The panel need not necessarily be black. Any color 
harmonizing with the rest of the window and the shoes 


to be displayed would be just as good, and the color 


worked out in the window of Martin & Martin, retail time to do it. 


shoe merchants on Fifth Avenue, New York City. As 
erected in the Martin & Martin windows, this display 


Ee ee eee ee 


consists of a_ black 
panel of what appears 
to be highly polished 
stone, held in position 
by a metal base. The 
lettering on the bot- 
tom part of the black 
panel is in the same 
metal effect as the 
base and is, in fact, 
the firm’s trademark, 
or the initial letters 
of the two proper 
nouns making up the 
firm name. 

In the upper half 
of the black panel is 
a circular hole, and in 
the hole a metal shelf 
which is one-quarter 
of a sphere. On this 
shelf the merchandise 
is displayed, as well 
as on the floor of the 
window near the 
metal base support- 
ing the panel. 

Seemingly this 
would be hard to du- 
plicate without the 
expenditure of more 
money than the aver- 
age merchant can af- 
ford. But the black 
panel could be made 
of a slab of wood 
highly lacquered, or 
of any one of the 
many compo board ef- 
fects, painted or 
enamelled or lac- 
quered. If the rough 
surface of the comp. 
board did not give “| 
neat enough appear- 
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A highly effective trim used in the exclusive Martin & Martin 
store on Fifth Avenue, New York City. As a matter of fact, a 
very close approximation _of the same thing could be made out 
of wood, compo board and, according to one man, a wooden 

chopping bowl, such as all good wives have in the kitchen. - 


could be changed as frequently as the merchant had 


The panel could be held in position in a wooden frame 
instead of in a metal one and the color of the base could 


match or _ contrast 
agreeably with the 
color adopted for the 
panel. The panel 
could rest flat on the 
base and be braced at 
the back where it 
would not show. 

The shelf in the 
upper half may pre- 
sent difficulties. A 
perfect quarter of a 
sphere or even a semi- 
sphere is rather a 
difficult shape to 
achieve unless one is 
a skilled craftsman. 
But, on the other 
hand, there are other 
shapes, equally good 
to look at and infinite- 
ly easier to make. 

How about a half 
a pyramid, turned up- 
side down, or half a 
cone, also turned up- 
side down, so that the 
base, in each case, 
will form the shelf? 
One merchant to 
whom this design 
was shown even went 
so far as to say that 
he would have no hesi- 
tation in utilizing, 
for the shelf, a semi- 
spherical wood mix- 
ing bowl which his 
wife uses for chop- 
ping cold-slaw in the 
kitchen. Not a half- 
bad idea, provided 
you can get it before 
your wife knows 
about it. 
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At the bottom of this page 
is a big fixture for the display of 
small merchandise like shoes, for 
instance, which is vaguely reminis- 
cent of a couple of mixed-up, col- 
lapsible ironing boards. 

But don’t sneer at it on that ac- 
count, for it is an adaptation of a 
fixture used in the windows of 
Stern Bros., Forty-second Street, 
New York City, a firm which spends 
heaven only knows how many thou- 
sands of dollars yearly on its win- 
dows. Each one of the diagonal 
“beams” was made of two tapering 
sheets of metal, held in position by 
cross braces between them but not 
visible when the fixture was in- 
stalled in the window. The lower 
ends of these two beams were em- 
bedded or fastened in some way to 
metal base blocks. 

The horizontal shelving was of 
glass. The entire fixture was large 
enough entirely to dominate a fair- 
ly large window. 

A small replica of this, designed 
for use in a small window, could 
very easily be made from wood or 
compo board. It is not even neces- 
sary, in order to get a somewhat 
similar effect, to have each diagonal 
unit of two parallel pieces of wood 
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This is a beautiful piece of design- 
ing, worked out in highly polished 
metal with glass shelves. Copy it by 
lacquering a clothes tree. 


49 


or compo board. Two flat boards 
could be utilized, planed and fin- 
ished so that no rough edges would 
show. 

As one flat board cannot be made 
to pass through another board of 
the same width, it would be neces- 
sary to cut one of them in half and 
join it to the other with brackets 
bent to the correct angles. Shelv- 
ing could be made either of glass 
or of wood or of compo board. 
Either of the latter could be colored 
any desired shade and the color 
combinations could be changed as 
often as desired. 

The smaller fixture shown on this 
page is typically modernistic in its 
design and, as may have been 
guessed, originated in Paris, where 
it was first used by the Siegel store. 
The original from which this sketch 
was made was a metal upright post, 
highly polished, with glass shelving 
supported on metal arcs. 

All right, if you happen to be 
poor, start out with one of those 
clothes trees used in business of- 
fices. There’s your vertical piece 
already with supporting base. The 
quarter-circle brackets could be 
made from wood or compo board 
and painted. 














Not, as it might appear, a couple of collapsible ironing boards but an artistic metal fixture designed for 


the store of Stern Bros., Forty-second Street, New York City. 


This article attempts to describe a 


couple of ways in which you can get the same effect at very much lower cost 
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No Article of Wearing Apparel So Complicated ! 





































The MARVEL of SHOEMAKING 





HE human mind has a habit of taking-for granted that machinery simplifies all pro- 

duction to such a degree that it is necessary only to put raw materials in one side and 

see the finished article come out the other. How much this may be true in general com- 
modities we care not, for we hope to prove here that the shoe is a most complicated item of 
manufacture which necessitates a great many hand and machine operations. No article of 
wearing apparel comes anywhere near the total detailing of shoes. 

Show this to the dear old lady who looks upon shoemaking as a simple task for one ma- 
chine. She will get a better appreciation of the cost of production when she understands its 
manifold operations. One merchant went through the experience of having the people of his 
town protest the high cost of footwear, because they got the wrong idea from seeing one 
machine in his window which he had put there merely as an emblem of craftsmanship. Peo- 
ple thought it was the entire necessary factory equipment. What follows is a listing of the 
operations which went into the making of the shoe pictured here: 


Cutting Room Perforate outside panel eyelet Stitch foxings (twice) 
stays Close linings 
Cut vamps Cut eyelet stays Stay linings 


Skive vamp 


Cement vamp Skive ey elet stays Cement side panel 
Fold vamp Cut vamp linings Close on 
Perforate vamp Cut top linings | Turn (Columbia Beader) 
Cut foxings Cut dubbler lining for vamps Stitch panels (four times) 
Skive foxings Apply cement to dubbler Eyeletting 
Cement foxings Cut tongue Vamping . 
Fold foxings Skive tongue Cement friction heel liner 
Perforate foxings Cut friction heel pad Stitch heel liner 
Cut back stay Cut tongue lining Checking work into room 
Sines tach cae Perforate tongue Checking on to day sheet 
Cement back stay vee inings Lace upper (Ensign) 
Fold back stay Die out heel pod Case uppers 
Iron on backing cloth en Inspect uppers 
= — raeciad Case up Sole Leather Room 
ut tips 
Skive tips Stitching Room Tempering stock 
Cement tips = al ie Die out outsoles 
Fold tips Cementing linings Roll outsoles 
Punch tips Closing vamps Even outsoles 
Cut outside panel eyelet stays Rubbing seams Reduce shank of outsoles 
Skive outside panel eyelet stays Staying vamps ; Stamp size and width on out- 
Cement outside panel eyelet Stitching back strap (outside) soles 
stays Stitch tips (twice) Mold soles 


Fold outside panel eyelet stays Stitch lining to tongue (twice) Flex and level shins 
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Roll top lift leather 

Die out top lifts 

Even top lifts 

Condense top lifts 

Die out heel lifts 

Skive and match heel lifts 

Build heels 

Sort for grade and iron 

Case up top lifts 

Press heels 

Compress heels 

Die out counters 

Skive counters 

Roll counters 

Mold counters 

Buff counters 

Split leather for insoles 

Strip leather for insoles 

Round insoles 

Flesh insoles 

Flex insoles 

Channel insoles 

Turn up lip 

Stamp size and cut lip 

Wet insoles (Economy) 

Cement insoles 

Cover insoles 

Gem insoles 

Case up heels 

Case up counters 

Inspect channels 

Case insoles with counters for 
lasters 

Forming in 

Die out toe stiffener 

Skive toe stiffener 

Buff toe stiffener 

Race leather for welt 

Split or even strips 

Skive ends 

Cement ends 

Strip welt 

Groove and bevel welt 
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For Workmanship Alone the American Shoe Is Worth 
Intrinsically Twice Its Asked-For Price. 


202 OPERATIONS 


Case up Box toes 


Check up cut stock with tags 


Bottoming Room 


Tack on insoles 


Round insole heel seats 


Assemble 

Pull over 

Last sides 

Steam toe box 

Last toe and heel 
Trim upper 

Staple upper 

Pull lasting tacks 
Sew welt 

Pull insole tacks 
Trim inseams 

Butt welts 

Beat and slash welts 
Skive welt at shank 
Pick lasts 

Pick uppers 

Place counters 

Gum toe stiffener 
Place on racks 
Inspect and crown 
Fill bottom 

Tack shank or gum 
Cement bottom 
Cement outsoles 
Lay outsole 

Tack heel seat 
Round heel seat 
Round and channel 
Open outsole channel 
Wind bobbin 

Stitch outsole to welt 


Cement outsole channel 


Lay outsole channel 
Wheel welt 

Nail heel seat 
Round heel seat 


Level 


a 
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A two tone welt 
sport shoe, 
blucher pattern, 
with leather sole 
and heel. 







Attach heel 

Slug heel 

Shave heel 

Breast heel 

Scour heel (rough) 
Wet outsoles 

Fill heel 

Scour heel breast 
Align heel breast 
Top lift scollop 
Trim edges 
Jointing 

Booth burnish 
Set edges 

Tip scour 

Black edges 
Inspect and crown 


Finishing Room 


Scour heel breast 

Scour heels (second time) 

Bottom scouring 

Naumkeag shanks and forepart 

Sand top lifts (Carver) 

Stain bottoms 

Stain heels 

Burnish heels 

Heel seat beading 

Roll polish bottoms 

Wheel shanks and_ bottoms 
(Nurling) 

Clean stitches and upper 

Stamp bottoms 

Tree shoes 

Pull lasts 

Stain shanks and top lifts 

Place heel pods 

Lace up 

Mate and size 

Rag edges and brush heels 

Inspect for tack points 

Inspect and crown 

Pack 
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Getting More Shoes Sold Right } 


Get Enthusiastic NOW 


OTHING worthwhile in life is ever accom- 
NE plished without enthusiasm. Enthusiasm 
is simply putting the heart back of the mind. It 
is that element which makes a job a joy, a task a 
triumph, a prophecy a performance. 

Two buck privates in a colored regiment were 
arguing about the respective merits of their respec- 
tive buglers. Says Ben, “Why, man, when dat 
bugler in our army blows dat mawnin’ call, why it 
am just a pleasure to get up!” 

Says Mose, “Man, that ain’t no buglin’ a-tall. 
When that bugler in my army blows de call fo’ 
mess, I look at ma beans, an’ I sez, ‘Strawberries, 
get over an’ make room fo’ de whip’ cream!’” 

It is so easy to be negative rather than positive. 
It is easier to find fault than to compliment. To 
criticize rather than commend. 

How easy for a shoe store salesman, when a cus- 
tomer does not wax enthusiastic over a pattern, to 
say, “That’s a rotten style. It simply WON’T sell!” 

And so he thus delivers to an investment of per- 
haps $100 or more of his employer’s stock, two 
swift kicks. He proclaims it “rotten,” and says 
“it won’t sell.” It wasn’t a “rotten” style when 
he helped pick it. And it wasn’t a “rotten” style 
when the first few pairs sold. And so the poor 
shoe, or the traveling man who wrote the order or 

the house which made it, has to bear the onus of the 
negative minded salesman, who failed to make the 
sale, with an even chance that it was just as much 
the fault of his own attitude toward the shoe as to 








any other cause. Enthusiasm creates style. Poor 
salesmanship kills it. And many a style meets with 
a premature death because of a short sighted nega- 
tive attitude, rather than a positive enthusiasm. 


Bad Start—Better Ending 


T is pretty well agreed that the five months end- 

ing June 1 was not good in the shoe business. 
It is said that less money was made by the trade, 
as a whole, than in any previous year. The aston- 
ishing thing is that failures were not more fre- 
quent and plentiful. Evidently the bankers have 
more faith than formerly. 

Is not this a good time to stop and look back over 
that bad section of the year and try to find out 
WHY? The surveyor who runs a line always “cor- 
rects back” to see if he has run true. Then he 
gets his bearings for the new line. That would 
seem to be a sensible thing for the shoe trade to do. 

Some of the wise boys say: “This is today, yes- 
terday is past, forget it.” That is a very nice, easy 
way of doing it. Just pass it up and forget it—if 
you are one who does not profit by past expe- 
riences—if you want to gloss things over and alibi 
to yourself. It takes a big man to say: “I was 
wrong—I made a blunder.” Few of us want to 
admit that we are not clever and keen. But to the 
little handful who really want to know what is 
wrong, and who want to deal with the future by 
the lamp of experience, let us take a few of the 
outstanding errors and analyze them. It might be 
illuminating. 

In the first place, the shoe trade is singularly 
ignorant of public opinion. A trade that comes so 
intimately into contact with the public should know 
more of what the great public is thinking, saying, 
doing. The shoe trade does not “keep an ear to 
the ground.” Instead of getting the dope first 
hand the average shoe man is apt to take the opin- 
ion of some other fellow, probably just as poorly 
informed as himself. 


More Window Salesmaking 


E want you to read a letter. It comes from a 

pretty keen observer, and he isn’t in the shoe 
business. He recently returned from a slow, 
methodical trip covering cities and towns from 
Coast to Coast in four months. He brings us this 
general conclusion: 


“On this trip I was lead to wonder if there 
was some divine law that compels every shoe 
store, or at least 99 out of 100 shoe stores, to 
look exactly alike—whether they are selling 
shoes of good, medium or poor quality. The 
lack of individuality and of modernism in the 
shoe store windows struck me as being one of 
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the things that can be made the subject of a 
crusade.” 

Now, here is the opinion of a man who bases 
his impression of the shoe industry on an external 
visualization of shoe stores in all sorts and sizes of 
towns. He says some more things, such as “awful 
monotony,” “the positive laziness of window dis- 
play and even store service,” and he says a few 
other things that are most unkind and possibly 


true. 
It is easy enough to make a blanket indictment 
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nary windows make the public feel that the store 
has ordinary shoes. The New York store that 
changes its windows every day finds that it is pos- 
sible to get three hundred ideas over in the course 
of a year. 


Farmers Are Buying 1 


.Z HERE may be marked irregularity in the 

business trend as a whole: retail trade reports 
may be less encouraging for the time being: but 
agricultural conditions indicate a higher level 


of any class of stores. 
comfortable and often 
commonplace. There 
are thousands of stores 
that are active, aggres- 
sive service stations. 

Shoe stores have been 
a trifle slow in getting 
the most out of their 
windows. In a small 
town, where the same 
people pass the store 
day in day out, it hard- 
ly seems necessary to 
change displays. But, 
even if it doesn’t seem 
to bring in more busi- 
ness, do it just the 
same. It really makes 
more friends for the 
store in the long run. 

Criticism is pretty 
well founded as to lack 
of novelty in shoe store 
windows. More and 
more merchants are 
putting aside some lit- 
tle part of their pub- 
licity expense for the 
trim of their windows. 
You can go so far with 
a few dollars today, 
plus brains, time, wood 
and paint. We do feel 
that if a little more ef- 
fort were put into show 
windows, a little more 
of the public’s eye 
would rest upon it and 
a little more of the pub- 
lie’s purse would be in- 
fluenced into the shoe 
store. 

There are other win- 
dows in town that do 
tickle the dollar with 
more subtle, pleasing 
window trims. Ordi- 


Averages are always un- 
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The ‘Reason Why 


LOVETT BROS. 
Winchester, Va. 


We don’t think we would be doing the Boot and 
Shoe Recorder Publishing Company justice unless 
we wrote and told you how much good the RE- 
CORDER and REcORDER service have done for our 
business. 

In the first place, we showed an increase of 28 per 
cent for the past year, and consider that this gain is 





directly due to the Boor AND SHOE RECORDER. On 
numerous occasions when we have written you for 
ideas and suggestions, the RECORDER has been a great 
help to our success in business. 

You not only keep us posted on market conditions, 
styles, and general conditions in the market, but 
your personal services are of the greatest help, and 
whenever we want anything and don’t know where 
to get it, we immediately write your company. 

In past years we subscribed to three different shoe 
magazines. This year we cancelled all except the 
Boot AND SHOE RECORDER, as we feel that all the 
information wanted can be found in your publi- 


cation. 
Very truly yours, 


(Signed) FRANK LOVETT. 
* * * 
Here is still further evidence of the fact that wise 
merchants are more and more concentrating on but 
one shoe publication—and that one the Boot AnD 


SHOE RECORDER. 
We thank Mr. Lovett for his confidence in 
RECORDER service and his happy way of expressing 








that confidence. 
Compliments such as his spur us on to still 
greater service to an industry. 


Fouche GTO 





President 
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of farm prices and a 
basic buying power 
that will improve as 
each month rolls along. 

We look for the pur- 
chasing power of the 
farmer in 1928 to im- 
prove. Comparatively 
high prices now pre- 
vail for the leading 
farm products. Every 
indication points to an 
increase in the volume 
of aggregate farm earn- 
ings. 

What does the posi- 


tion of agriculture 
mean to the buying of 
footwear? A distinct- 


ly better price situation 
for farm products will 
give to country stores 
bigger and better op- 
portunities for the sale 
of apparel and shoes. 
Therefore, we can ex- 
pect that farming com- 
munities will produce 
the first shoe buying 
bulge for fall. 

Cattle prices have 
been on a high level for 
some time and _ this 
should mean more 
spending money at re- 
tail. Business ebbs and 
flows: buying does the 
same. We look for- 
ward to a wholesome 
fall season if the farm- 
er gets his first. When 
he gets in the spending 
mood, it communicates 
itself through improved 
activities and transpor- 
tation of products, and 
then to manufacturing. 








Style 


approaching a “sold out” condition; in fact, the 

department devoted to the tanning and allied in- 
dustries already has been fully allotted to exhibitors. 
In the nine years that the fair has been established 
there never has been a keener interest shown by the 
New England trade—for this is primarily an exposition 
of the innumerable products that make up the far- 
famed New England shoe and leather industry. 

The shoe buyers of the country appear to be equally 
enthusiastic over this year’s fair, judging by the large 
number of requests that have been coming into the 
office of the New England Shoe and Leather Association, 
this city, some of these from the far West and South 
and also from remote sections of Canada. The Canadian 
contingent of visitors, by the way, is expected to be 
larger than ever this year. 

In addition to the several score of sample room ex- 
hibits in Hotel Statler itself, there will be a considerable 
number of leading shoe manufacturers located outside 
of New England represented in the Copley Plaza and 


T om 1928 Boston Shoe and Leather Fair is rapidly 
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Boston Plans N ovel 


Keen Interest Manifested In Shoe and Leather Fair To Be 
Held At Hotel Statler On July 9, 10 and 11— ec 
“The Week After the Fourth” 
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other local hotels. The fair management is taking care T 
of these concerns through special reservations. eC 
Chairman A. F. Bancroft and his committee are hard ti 
at work perfecting plans for the striking Style Revue a 


which is to be the leading afternoon and evening fea- 
ture during the three days of the fair, July 9, 10 and 11, 
and which will be staged in the sumptuous ballroom of 
the Statler. 

This year’s revue will be along radically different 
lines from similar features in the past, and although a 
large number of individual shoes styles will be shown, 
the feminine models will be limited to ten in number. 
This year there will be no men’s models on the runway. 

The technical direction of the Style Revue will be in 
charge of Madam Hamilton Jefferies, Fashion Editor of 
the BooT AND SHOE RECORDER, who has a national 
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Feminine models on the runway 

will be limited to ten in number 

but a large number of shoes 
will be shown 
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reputation as a footwear stylist, and has successfully 
managed shoe style revues in Boston and other cities. 

Elaborate hospitality features are being prepared for 
the expected host of visitors, with the usual special 
courtesies to the ladies accompanying the buyers. The 
committee in charge of this feature will be headed by 
Mrs. William H. Bresnahan, wife of the president of 
the fair, as honorary chairman. 

Details of the Style Revue and Hospitality Day pro- 
gram will be made public shortly. 

Every State and regional association of retail shoe 
merchants holding a convention during the past few 
months has received telegraphic or oral invitations to be 
represented at the fair by its members, and at the same 
time the shoe and leather and allied trades of the entire 
world have been notified of the event through spe- 









BOOT AND SHOE RECORDER 


. 


O 





Elaborate hospitality features 
are being prepared for the 
three days of the fair 
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ready have sent acknowledgements. 

Last year the fair and its attendant 
hospitalities brought a record num- - 
ber of shoe buyers to Boston. 
This year the committees 
confidently count on at- 
tracting an even lar- 
ger attendance. 
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Here’s Why Foot- 
wear Is So Im- 
portant Today 










Shoe Styles Must 


YY Fit the Ensemble Costume 


By D. S. HIRSCHLER 
‘ of the Hofheimer Co., Richmond, Va. 






ODAY is the day of the ensemble. Hence the grow- 

ing demand for “costume” shoes, or shoes to com- 
plement the frock. This fashion offers shoe merchants 
one of the biggest chances in the history of the shoe 
business to quicken turnover and multiply sales. But 
if we would correctly read the handwriting on the wall 
and translate it into big profits, we must know the lan- 
guage of style. 

Women are style experts, educated by close perusal 
of the fashion magazines and by keen observation of 
the styles in shops and those worn by other women. 
They no longer buy shoes just as shoes. They consider 
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to the costume, as 
an important accessory 
furnishing a desired color 
note to accent the frock. 
This is true of both the class 
and mass trade. 

Thus fashion coordination has be- 
come the order of the day. It is essen- 
tial that shoe merchants have advance 
information on dress styles, viz., what colors 
the foremost designers are sponsoring for the 
coming season and how textile manufacturers are 
cooperating, if they would buy wisely for quick turn- 
over and no dead stock. A careful analysis of the 
Style Conference reports will prove very helpful to the 
shoe buyer, affording a safe guide around the pitfalls 
of indiscriminate buying. The color charts are very 
valuable guides, showing, as they do, the correct color 
shoes to be worn with costumes of various colors. 

The shoe merchant without knowledge of style or 
color tendencies is apt to find himself befogged, like a 
navigator on an uncharted sea, hesitating to go forward 
for fear of falling off the end of the financial world in 
an abyss of immovable stock; equally afraid of missing 
the golden way to a new world of quick turnover af- 
forded by the present fashions for costume shoes. A 
striking illustration of this was the colorful morocco 
and Indian Print shoes of this summer season. 

The advance knowledge of fall fashions given by the 
Style Conference reports shows that black and blue will 
be the popular colors for early fall. This knowledge of 
style as expressed through color teaches shoe men how 
to sell as well as how to buy. If salesmen know what 
constitutes a woman’s wardrobe of dresses, in color as 
well as style, they know what constitutes her wardrobe 
of shoes. It is generally true that few women can do 
with less than four pairs of shoes, irrespective of her 
evening slippers for formal occasions; a pair of sport 
shoes, of course; and patent leather one-straps or 
pumps—invaluable adjuncts to a woman’s wardrobe, 
because these are correct to wear with frocks of many 
types and materials; a pair of street shoes, and a pair 
of slippers for informal afternoon wear. The fashion 
for black or blue calls for black reptile, black kid or 
calf for street, and steel patent, perhaps, for afternoon. 

When these needs have been satisfied, how easy for 
a style-versed salesman to make an additional sale by a 
suggestion like this: 

“What about this pair of Mocha Bisque (or Mode 
Beige) slippers to vary the motony of black? They’re 
so smart with the browns which will be worn so much 
as the season advances!” 
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Change Color Scheme 


GNIRMINGHAM, ALA.—“Even if 

the stock cartons in a store are 
in fairly good condition, it pays a 
merchant to throw them out at least 
once a year and use an entirely dif- 
ferent color scheme. Nothing fresh- 
ens up a department as much as 
bright, new cartons, for it is just 
like repapering a room in a home. 
When a customer sees a shoe taken 
out of an old, dirty, worn stock car- 
ton, he is very apt to think that the 
shoe itself is of the same vintage. 
Even old shoes wrapped in fresh and 
crisp tissue paper and packed in 
clean, new cartons will sell quicker 
than new shoes in old cartons,” C. 
G. Hebert, buyer for Louis Saks, 


told me. 
* * * 


New Premium Stunt 


ASHINGTON, D. C.—One of 

the good neighborhood stores 
in the Navy Yard section, that of 
Charles Lember, has tried out a 
premium stunt which is apparently 
making his trade think of him first 
when it comes to buying shoes. 
With each ten cash register receipts 
returned to him by any one cus- 
tomer, he gives a premium of a good 
looking clock. The average total of 
the ten receipts runs from $45 to 
$65, so with the clocks costing him 
a dollar apiece, his form of advertis- 
ing is comparatively cheap. Having 
such good success with this scheme 
has led him to offer a good wrist 
watch in exchange for twenty re- 
ceipts. When it comes to the chil- 
dren’s trade, Mr. Lember found 
it better to buy a good i ball 
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that costs him twenty-five cents 
wholesale and sell it to the kids at 
cost rather than to give them some 
inexpensive trinket which they don’t 
always appreciate. Last year he 
sold more than 250 bats and this 
year the indications are that the call 
will be much greater. 

x * * 


Variety of Styles Sells 


More Men’s Shoes 


REENSBORO, N. C.—From the 
G viewpoint of a buyer of a men’s 
high grade shoe department in a 
good clothing store comes these ob- 
servations of G. Clayton McKaughan 
of Vanstory’s: “When times seem to 
be tight is when to have more styles 
rather than fewer. Then the small 
out-of-town merchants usually stop 
buying; their customers will want 
new shoes, so a city store will stand 
a better chance of increasing its 
volume through always having a 
good, clean, well balanced steck at 
all times. 

“One trick of selling young men 
more shoes is to have more styles, 
so I believe it to be a mistake to 
duplicate a black shoe in a tan, and 
vice versa. Change the shoe around 
a bit and an apparently larger va- 
riety of styles may be shown. Sales- 
men in other departments are good 
about mentioning shoes, but I have 
found it to be an excellent plan to 
wander around the store a bit if 
things are quiet in my department. 
These journeys have resulted in 
many a customer being made inter- 
ested and later made happy through 
the purchase of a good pair of well 
fitted shoes.” 


New Shadow Box Idea 


ACKSON, MISS.—When the pan- 

eled, natural gumwood backs 
were being fitted in the new windows 
of the Graves Shoe Store, the boss 
had a bright idea which he immedi- 
ately put into effect. The panels 
were about two feet square, so the 
center one in the back of each win- 
dow was hinged, then a removable 
gumwood box was fitted to both open- 
ings. These boxes were an adapta- 
tion of the old picture frame idea, 
as a hole was cut in the top to allow 
a lighted electric lamp to illuminate 
the black velvet interior of the box. 

The effect of these lighted boxes 
at night is extremely good, for the 
back of the windows which are usual- 
ly considered more or less unim- 
portant in night. selling, become the 
best place in the entire display. 


+ & 


Building Up A List In 
the Country 


EMPHIS, TENN.—One way 

of getting a list of rural cus- 
tomers is suggested by the Perkins 
Shoe Co. When some friendly cus 
tomer comes in from an outsid 
town, he is asked: 

“Know of any of your neighbor 
whom you think would be intereste: 
in our booklet?” 

Right off, a good list is named 
People move around so much and th: 
postoffice officials are none too good 
in forwarding advertising matter, so 
it has been found advisable to make 
up new lists each year. A list sug- 
gested by customers is more accu- 
rate than phone books, tax lists, etc., 
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for the usual procedure in naming 
off folks whom they think would be 
interested is to eliminate the very 
poor and the very rich. 

7 * * 


Gives ’em Coupons 


OUISVILLE, KY.—To interest 
i new customers and to hold old 
customers, Sam Saposnick, who has 
a neighborhood shoe store out on 
West Walnut Street, hit on the 
scheme of giving away coupons with 
each purchase. When $20 worth of 
these coupons had been saved, the 
store would redeem them by refund- 
ing $1 in cash. A coupon gratis was 
mailed to all the neighborhood with 
an explaining letter. A very good 
return was experienced. This is his 
letter: 

AN UNUSUAL CASH OFFER 
Dear Friend: 

To start you trading at our 
Store—SHOE HEADQUAR- 
TERS for the Entire Family— 
we give you the attached COU- 
PON with our compliments. 

The Coupon explains itself. 

With each purchase we give 
you Coupons to match—with $5 
purchases we give you $5 worth 
of Coupons—and so on. 

After you have saved $20 
worth of these Coupons we give 
you $1 in CASH. 

In addition to the first class 
stock of SHOES we carry, we 
pride ourselves on our Shoe Re- 
pairing Department. We sell 
you good Shoes at the LOWEST 
PRICES  possible—and when 
your Shoes need repairing we do 
our utmost to lengthen the life 
of the shoes. That’s our idea 
of SERVICE. 

We’re way, way out of the 
high rent district—our over- 
head expenses are very, very 
low—and we gladly pass the 
savings on to you. 

We also have Branch Laun- 
dry. 

If you don’t trade here, we 
both lose! 

Sincerely yours, 
SAM SAPOSNICK. 

We give coupons on any Pur- 

chase. 


ASK FOR THEM. 


* * * 


Doing the Unexpected 


ICHMOND, IND.—“Good, 
friendly relations are kept up 

with our customers through our do- 
ing many unexpected little things 
for them,” said J. E. Bills, of Burton 
& Bills. The call of a couple of 
ladies who had just dropped in the 
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A clever trim for a small window, that of Roger F. Ford of 


Lakeland, Fla., is shown here. 


Simple fixtures were selected as 


ornate ones would have given the appearance of crowding. The 
drapes in the arches can be changed at will and any color used 
which will harmonize with the shoes to be displayed. 





store to thank him for a suéde brush 
found in their packages occasioned 
the remark to me. Then Mr. Bills 
further explained that while he 
might easily sell brushes to half the 
customers who bought suéde shoes, 
he figured that the slipping of a 
brush into the package without say- 
ing anything about it was good ad- 
vertising. Every customer so far 
who has received a _ brush has 
thanked the store either in person or 
by phone. 


A Profitable Change of 


Face 


LOOMINGTON, ILL.—A short 

sermon from the Rodgers store: 
“We tried to buck the chain stores as 
they came to town by endeavoring 
to undersell them. After giving 
away our profits for a couple of 
years to an unappreciative public, 
we changed face. Now we refuse to 
recognize competition, except in see- 
ing how much better we can serve 
our public.” This same thought is 
running through the minds of a 
great many merchants all over the 
country. 

* ~ * 


Futuristic Art for 
Windows — 


HIS futurist art stuff is a life- 
saver to window decorators, for 
with a little imagination, a frame on 
which oil cloth is stretched or compo 
board is tacked, a brush and some 


Alabastine, a fellow can do wonders. 
At least that is what W. O. Gehwiler 
thinks, and his windows in Youngs- 
town, Ohio, bear witness of the re- 
sults. Two sets of backgrounds are 
on hand, one in the window and one 
being in the process of being re- 
painted. The repainting job is quite 
simple, for the old coloring is readily 
washed off and the new is quickly 
put on. One does not have to be an 
artist or a master craftsman to 
draw the designs on the board, for 
with a little practice almost anyone 
can do a creditable job. A little 
trick Mr. Gehwiler uses in making 
his shoes stand up. He applies a lit- 
tle white schellac to the inside of 
the straps and to the linings. After 
this has well dried, a small wad of 
paper goes in the toes and the shoes 
are ready for the reeds. Each shoe 
stands up like a soldier on parade. 
* * * 


Salespeople Have Adver- 
tising Ideas 


¢ AYTON, OHIO—At a recent 

group meeting of the third 
floor shoe section of the Elder- 
Johnson store, Buyer Harberer in- 
jected something new. He requested 
each one of the fifteen present to 
submit their idea of a good adver- 
tisement for the shoe department. A 
surprising number of good sugges- 
tions came from this concentrated 
home _ thinking—good, practical 
thoughts which were incorporated in 
future store publicity. 
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1925 


IDLE 
31% SALES 
40% 
STOCK CARE 
E 
9% 
NIERVIEWS 


T HE recent count of business establishments in 





fourteen cities by the United States Census Bu- 

reau showed that an average of 12.9 cents of every 
retail sales dollar was paid out as salaries or wages to 
the employees in these establishments. This average 
includes over 90,000 stores, of all kinds, having from 
$500 to over $10,000,000 annual sales. 

The Harvard University studies for certain selected 
groups of retail stores show that the salaries and wages 
to salespeople is about one-fourth the total expense of 
doing business. 

An analysis of the salaries and wages of salespersons, 
using simple methods available to any retailer, has been 
made by a private organization. The study shows the 
amount and cost of productive and non-productive time, 
and the amount of time and cost of selling each item. 

This organization operates a retail store in each of 
four cities—New York, Chicago, Philadelphia, and Bos- 
ton. One of the facts developed shows the distribution 
of a salesperson’s time for a certain period in 1925 and 
the corresponding period in 1927. For 1927, it 
shows less than half of the salesperson’s time (42 
per cent) devoted to making sales, 8 per cent spent in 
interviews with prospects not resulting in sales, 17 per 
cent spent in stock care, and one-third or 33 per cent of 
the time idle. 

A comparison of 1927 with 1925, as shown in the 
graphs at the top of the page, indicates an increase in 
both sales time and idle time and a decrease in inter- 
views and stock care. The relationship between per 
cent of time spent on sales and on interviews without 
sales would seem to indicate that the salesperson had 
become more proficient. Improvement in store and 
stock arrangement no doubt accounted for the decrease 
in stock care of 3 per cent. In 1925, 49 per cent of the 
salesperson’s time was spent with the customers, which 
increased to 50 per cent in 1927. Very little actual 
change in practice was made between these two dates. 

In arriving at the distribution of a salesperson’s time 
the following data were provided: 


1. Total amount of sales—by cash and charge. 

2. Total number of items sold. 

3. Total time devoted to selling on each sale. 

4, Total time devoted to service on each sale. 

5. Total time devoted to stock care. 

6. Total time devoted to interviewing. 

7. Total time devoted to pickups. 

8. Selling time spent in selling the following items of mer- 
chandise: 


kederal Survey Shows 


More ‘lime 


Bureau of Foreign and Domestic Commerce 


Idle About One- 


REPORT Preparep 


Dept. A—Items 1, 2, 3, 4, 5, 6, 7, 8, 9, 10, and all other. 
Dept. B—Items 11, 12, 13, 14, and all other. 
(In order not to disclose the identity of the establish- 
ments, the departments have been lettered A and B and 
the principal items numbered.) 

9. Total amount of sales per salesperson. 

For a proper understanding of the foregoing terms 
the following definitions are provided: 

Selling Time: The time between the meeting of the 
customer and the customer’s decision as to what the 
purchase is to be. 

Service Time or Delivery Time: This is the actual 
time used by the salesperson in writing up the sale, 
wrapping the package and waiting for the change. 

Caring for Stock: This is the time spent daily by 
each clerk in caring for stock (dusting and filling in), 
arranging displays and doing miscellaneous work such 
as bringing price books and catalogues up to date. 

Interviewing: This is the time devoted to a customer 
which does not result in a sale, i.e., answering cus- 
tomers’ inquiries. Under this heading is also recorded 
the time used in preparing estimates for customers. 

Pick-Up Orders: This is the time spent in handling 
orders delivered to customers through their special 
messenger. In most cases these orders are accompanied 
by the customer’s order blank, and all that the sales- 
person has to do is to get the merchandise from stock 
and give it to the messenger. 

Waiting Time: This is the idle time of the clerks, and 
it was obtained by subtracting the total of the time 
recorded under the preceding headings from the total 
working hours in the day. (Does not include lunch 
time.) 

The procedure for collecting the data is as follows: 

1. By salesperson: (A) Selling Time and Service 
Time—The time spent under each of these headings was 
recorded on sales slips (both cash and charge). The 
amount of additional time for the three extra notations 
on the sales slip was so small that no adjustment was 
required. These sales slips were collated each day ac- 
cording to individuals and given to the clerk appointed 
to record. (B) Caring for Stock, Interviewing, and 
Pick-Up Orders—Each_ salesperson. recorded on a sepa- 
rate card the time spent daily on the above and passed 
this data to a special clerk at the end of the day. (C 
Waiting Time—The time recorded under this heading 
was entered by the clerk. These figures were obtained 
Bolely by the clerk in the manner previously described 
in heading “‘B.” 
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That Salesmen LVeed 


For Sellin 


nercelg Finds That Average Retail Salesmen Are _ 
)ne-B Third of Each Day. 





EPARED MM by G. E. BITTNER 


2. By clerk: Each store appointed a clerk whose sole gains in per cent by Department B. It must be noted, 
job during the month was to record the figures obtained. however, that the 42 per cent amount in 1927 is a trifle 
The above mentioned data, together with the figures larger than the 44 per cent in 1925. The same relation 
collected on the individual classes of merchandise, were is true for the 37 per cent and 40 per cent. 
recorded each day by this clerk on forms specially pre- 
pared for this purpose. 

During the two years the business of this organiza- Total _smount of Sales Tote) Posber of Seles 
tion increased in volume and efficiency. This fact must 1925 a oa “7 
be kept in mind in evaluating certain tendencies de- r 
veloped from the study. Dept. A | 446 42% 40% itd 

In order not to disclose confidential data, the total on 
amount of sales, total number of sales, total number of ‘ 
items sold, and total salaries are expressed in percentage 
of growth from 1925 to 1927. 















































INCREASE FROM 1925 TO 1927 





Per Cent 


Total t of sal . —— , 
Total tt of pen +1 teal aaa aOR ate aS eet . The distribution of sales cost for 1927 over 1925 for 
Total number of items per sale , the entire store shows slight increases in costs of sell- 
Total salaries paid . ing and non-selling functions and a decrease in the ser- 


While the average amount of a sale and the average vice, as follows: 


number of items per sale decreased from 1925 to 1927, 
nevertheless the cost per sale and cost per dollar both 
decreased, the cost per sale being reduced 10.7 per cent. 


1925 1927 


Total Store 


Average amount of sale 
Average no. of items per sale 
Selling cost per sale 

Cost per dollar sold 


For the purpose of this study the four stores will be 
considered as one—the average store. At the close of 
this study a single comparison will be shown of each 
store in the four cities, with the average. Each of these 
stores has two merchandising departments selling dif- 
ferent kinds of goods. One department carries what 
might be termed staple items and the other carries spe- A ary x ond P ercentages broken down by departments 
cialties. . The selling problems of each differ to some . 
extent from the other and, for this reason, will be 
treated separately and indicated as Department A and 
Department B respectively. 
Considering the store by its departments “A” and 
“B,” the latter shows a 7 per cent increase in amount 
of sales of 1927 over 1925, while the former remained 
Stationary. 
Indicating the departments as percentages of the 
whole for both total amount and total number of sales, 
Department A shows decreases in per cent as against 
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The distribution for individual departments shows: 


Department A 


It will be noted from the above charts that Depart- 
ment B has less non-productive time than Department 
A. Although both departments decreased in the amount 
of productive time, the volume of business increased, 
indicating more skillful operation on the part of the 
salesforce. 

Analysis of the above, in part, shows that while the 
charge sales are few in number, the amount of the 
charge purchases is substantial. 

Although not indicated in the above charts, the cash 
sales increased 7 per cent in number and 10 per cent in 
amount, and the charge sales decreased 21 per cent in 
number and 19 per cent in amount, between the periods. 

The average cash sale decreased in both amount and 
number of items during the two years. The average 
charge sale decreased in number of items, but increased 
about 3.5 per cent in amount. 


AVERAGE AMOUNT PER SALE 
1925 


The salesperson’s time, analyzed according to the 
definitions already given, is shown in the following 
Table 3. The data are set forth for the store and each 
department by both cash and charge. 


PERCENTAGE OF SALESPERSON’S TIME ACCORDING TO ACTIVITY 
Store Dept. A Dept. B 
1925 1927 1925 1927 1925 1927 
Total time of sales- 


person 100% 100% 100% 100% 100% 100% 


26 19 23 28 28 
24 16 20 27 27 
2 3 3 1 


13 13 13 15 
12 11 11 15 
1 2 2 (a) 
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Total of selling 
and service ... 38 


Pickup orders.... 2 
Interviewing .... 9 
Caring for stock.. 20 
Waiting oridle... 31 


(a) 


The following chart shows the detailed distribution 
of the salesperson’s time in 1927: 


Less than 1 per cent. 


-10- 
Retoiles Distribution ef Salesperson's Time - 1927 


Batire Department Department 
Store Aa 3B 











Waising of lale 







































































The time table and charts indicate more sales and 
stock time for Department B than Department A. This 
no doubt is due to the nature of the merchandise, for 
it has already been shown that the average amount of 
a sale in Department B is smaller than A, and the aver- 
age number of items per sale greater. 

Analyzing the time figures further, for cash and 
charge sales, one of the facts developed shows that a 
charge sale takes 154 per cent more time than a cash 


sale. 
[TURN TO PAGE 80, PLEASE 


An Appreciation of 
Fair Play 


The officers and directors of the BOOT AND SHOE 
RECORDER PUBLISHING COMPANY are glad ' 
have the opportunity of giving publicity to their ap- 
preciation of the spirit of fair play which has 
prompted the insertion of the advertisement on th 
page which faces this one. 

While considerable confusion has been caused ani 
some annoyance, by the practice mentioned in the ad 
vertisement, nevertheless no member of the RECORDE! 
staff has ever believed that it was other than the r¢ 
sult of over-zealousness on the part of an irrespon- 
sible agent. 
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A Statement from 
the Publishers of 


“SHOE RETAILER 


to the subscribers of the 
Boot and Shoe Recorder 





on 






HE SHOE RETAILER has received informa- 
tion to the effect that a woman subscription can- 
vasser, operating in Wisconsin and Indiana, is 

attempting to secure subscriptions to the above-named 

publication from readers of the Boot and Shoe Re- 
corder whose subscriptions are due for renewal by 
falsely stating that the latter publication has been 
absorbed by THE SHOE RETAILER. 
















As such statements are wholly untruthful, THE 
SHOE RETAILER takes this means to inform read- 
ers of Boot and Shoe Recorder that any person attempt- 
ing to solicit subscriptions by such means is acting 
without authority fom THE SHOE RETAILER 
and to advise them to refrain from giving subscriptions 
to any solicitor making the above or any similar state- 
ment. Information concerning any instance in which 
a subscription is sought by such means, and the identity 
of the canvasser, will be welcomed and gratefully re- 
ceived by the undersigned. 


















THE SHOE RETAILER has been a consistent 
advocate of fair play in competition and insists that 
its representatives at all times live up to the same 
standards of business ethics which it recommends to 
others. 











THE SHOE RETAILER 





= PE. SAR 





President and General Manager. 





166 Essex Street, 
Boston, Mass. 
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Here is Mr. King—the originator of 





your old friend ‘Skeezix” (who is 













also the daily cartoon friend of mil- 
lions of boys and girls). He is put- 
ting “Skeezix” and his girl friend 
Jean into the new trademark of 
“Skeezix Shoes” for children, and 
he’s probably thinking they are just 
the kicks for such real, mischievous, 


lovable kids as “Skeezix” and Jean. 





This famous artist has made “Skee- 
zix” a common, household word. 
Think of what you can do, as a mer- 
chant, with a line of children’s foot- 


wear named “Skeezix’’! 
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v.5S. PAT OFF. 


OUTGROWN BEFORE OUTWORN 























A Street 
Sport Tie 


BX 5203 Gries-Pfleger Col. No. 
1133 Parchment Kip with Tan 
Calf Applique. D width. 


5-8 8%-11 11%-2 
$2.25 $2.60 $3.00 


What’s in a name? In the name “Skeezix” there are 
quick profits and growing business for your juvenile 
department. These shoes for active boys and girls are 
not an experiment but have already built up a big repu- 
tation over a period of years. They are made on sci- 
entific orthopedic lasts—with comfort and fit in every 
stitch and part. The best of leathers guarantee dura- 
bility, and expert designers sponsor their style. 


Write today for our full story of the many dealer helps 
we offer in “Skeezix” merchandise—for catalog of 
styles and prices. 


Whatever lines of juvenile shoes you carry—you 
should at least know all the details of this big “Skee- 
zix” plan to help merchants sell this shoe. 


SHOE COMPANY, ‘xan 
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SELL MEN MORE SHOES 
by giving them STY LE with COMFORT 
in AMALGAMATED KID 


Eliminate “breaking in’’ and you can sell men more shoes. 





Rid your men customers of the idea that new shoes are uncom- 
fortable by selling them shoes of Amalgamated Kid. 





F. B. & C. Kids satisfy every wish or whim of men. 
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1st. COMFORT —from the first step. 

2d. STY LE—the smartest lasts can be had in kid. 

3d. FOOT HEALTH —for F. B. & C. Kids let the feet 
breathe. 








Push F. B. & C. Kids for every occasion—for business, for 
dress, for golf—and men will /ske new shoes. Besides, it will 





help your turnover. 





SAMPLE SWATCHES 





ON REQUEST 
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BOOT AND SHOE RECORDER 


WHo’s WHO ON THE ROAD 





Only Three Weeks of First Half of Year's Selling Opportunity Left. 
Many a Race Is Won in Last Lap 


Ca MASON represents the Unity 
Shoe Mfg. Co., Inc., on the Pacific 
Coast, with headquarters in the Pacific 
Building, San Francisco. Mr. Mason 
showed his line at the California Shoe 
Retailers’ Association convention, 
which was held during the past week 
at Los Angeles. 


OBLE E. 
REYNOLDS, 
with a wide ac- 
uaintance and 
riendship with 
the best known re- 
tail shoe mer- 
chants and_ shoe 
department buyers 
in the Buckeye 
and Hoosier 
States, is now rep- 
resenting the Wise 
& Cooper Shoe Co., 
manufacturers of 
fashion welts and 
Littleway-process style shoes in Ohio 
and in the southern half of Indiana. 
Mr. Reynolds reports that the Wise & 
Cooper shoes are meeting with a fine re- 
ception in his territory, and that he ex- 
pects to book a _ splendid business 
thereon. 


Noble E. Reynolds 


ARRY R. 

MACK, sales- 
manager of the F 
M. Hoyt Shoe Co., 
reports that “the 
greatest increase 
in total sales cam- 
paign” which was 
waged from Jan. 1 
to April 28, was a 
big success. It was 
based on the great- 
est increase in to- 
tal sales in dollars 
and cents over the 
corresponding pe- 
riod a year ago. 
The prizes were of 
a substantial na- 
ture, consisting of checks and engraved 
watches. First prize was $350. Mil- 
ton Ikard, who “lights up” southern 
Texas with Beacon Shoes, won first 
prize. Frank Oberfield of eastern 
Pennsylvania, second; B. L. Hopper of 
Louisiana, third; H. H. Crawford of 
Tennessee, fourth; J. B. Kruger of 
Washington and Oregon, fifth, and Ray 
Anderson of Illinois sixth. All the men 
were pepped up and 24 out of 32 men 
had shown substantial gains. Interest 
never lagged during the contest, but 
during the last four weeks it ap- 
proached a white heat. Sales for two or 
three weeks at the end of the contest 
doubled and tripled the same weeks a 


Milton Ikard _ 
First Prize winner in 
recently held Beacon 
Shoe sales campaign 


By HELEN M. HANEY 


year ago. The increased business dur- 
ing the contest has meant an increase 
in total sales of over 25 per cent over 
the corresponding period of a year ago. 


C T. FOREMAN known as “Old 
¢ Reliable,” to the Indiana Shoe 
Travelers’ Association, when not greas- 
ing his new car, is mailing orders 
every night to John Pilling Shoe Com- 
pany, Lowell, Mass. 
H D. ERK, salesmanager of Lape & 
e Adler Co. of Columbus, Ohio, 
writes under date of May 24, to B. C. 
Bowen, vice-president of the BooT AND 
SHOE RECORDER, as follows: 

“Our mail orders roo | were very 
large and our salesmen have started 
sending in orders in fair volume. They 
are all on the road now. Mr. Dickerson 
and Mr. Angus, our pattern men, at- 
tended the style show in New York 
this week and, of course, ‘yours truly’ 
is spending all his time looking over 
the mail orders.” 


E E. OLSON, who has represented 
¢ the Cedar Grove Shoe Manufac- 
turing Co. in Wisconsin and Twin 
Cities, is now a vice-president of the 
company and has added to his territory 
Minnesota, northern Iowa and parts of 
the two Dakotas. (UTPS). 





THREE WEEKS TO GO 


(By Gen’l Sales Manager Hugh M. 
Crull, in The Martha Washington 
Merchandiser.) 

The horse that won the Ken- 
tucky Derby Saturday did not 
start off with the lead. It is not 
a sure bet that the leader of each 
baseball league will finish at its 
head. You all have three weeks 
of opportunity ahead of you, be- 
fore the end of our first six 
months’ run, or the end of this 
season. Many a race was won in 
the last quarter, a good many of 
our salesmen will forge still 
farther ahead. Some salesmen 
will sell as much in three weeks 
as others will in three months. 
You still have five weeks of op- 
portunity before you—what you 
do with it, what you make of it, 
is entirely up to you as a “go- 

getter.” 

Make the best of the next five 
weeks. Try hard each week for 
your weekly quota, and bat out 
enough home runs to win your 
season’s quota. 











DWIN REINHART, well-known 

shoe salesman, is now making two 
trips yearly to the Pacific Coast 
through Texas and Oklahoma. He rep- 
resents the Julius Grossman line of 
Brooklyn. Mr. Reinhart is also spend- 
ing much of his time in styling shoes 
at the factory. 


N. McGIN- 
¢ LEY, one of 
the pioneer sales- 
men for Shu- 
Stiles, Inc., covers 
Oklahoma. Mr. 
McGinley is mak- 
ing some unusual 
records this sea- 
son, and_ Sales 
Manager Herman 
G. Siegrist, the re- 
cently appointed 
Salesmanager of 
Shu-Stiles, Inc., 
formerly the Rice 
& Hutchins Agency manager, regards 
him as a good cooperator. Apropos of 
Salesmanager Siegrist, he has been 
connected with the shoe business ever 
since he was 15 years of age, having 
commenced his activities at the cob- 
bler’s bench. 


M. N. McCinley 


FRANK 
 OBER- 
FIELD, the sec- 
ond prize winner 
in the recently 
held F. M. Hoyt 
Shoe Co.’s great- 
est increase in 
total sales cam- 
paign, represents 
this concern in 
Eastern Penn- 
sylvania. He is 
a member of the 
Philadelphia 
Shoe Travelers’ f. Prank Oterficlé 
Association, and was formerly chair- 
man of the N. S. T. A. membership 
committee. Simultaneously and in con- 
junction with the total sales increase 
contest, the F. M. Hoyt Shoe Company 
ran an increased sales contest in wom- 
en’s shoes. In women’s sales, the in- 
crease was even more gratifying. A 
year ago the company discontinued the 
manufacture of women’s novelty Mc- 
Kays and concentrated its efforts on 
its popular oriced line of wom- 
en’s welts. Sales on women’s welts 
during the contest period exceeded the 
combined sales of McKays and welts of 
a year ago. J. B. Kruger of Oregon 
and Washington won first prize in the 
women’s contest. J. H. Glidden of the 
New England States won second, and 
E. E. George of California won third. 
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ERMAN G. 
SIEGRIST, 
well known to the 
eastern shoe 
trade, having been 
agency manager 
for the Rice & 
Hutchins Co. in 
Washington, Bal- 
timore and Phila- 
delphia, for sev- 
eral years, was re- 
cently appointed 
sales manager of 
Shu-Stiles, Inc. of 
St. Louis. Prior 
to his Rice & Hutchins affiliation, he 
was general manager of the Hannah- 
son Shoe Co. of Haverhill. Although 
he has been associated with the east- 
ern section of the country for many 
years, the Middle West is entirely 
familiar to him, as he “hails” from that 
section of the country. In addition to 
the executive end of the shoe business, 
he also thoroughly understands shoe 
manufacturing and production, having 
spent 16 years with Selz, Schwab & 
Co. of Chicago. 





Herman CG. Siegrist, 
Sales Manager 
Shu-Stiles, Inc. 





\ ILLIAM A. TEMPLETON has 

recently been appointed special 
representative in the South Atlantic 
States for the Interstate Shoe Co. Mr. 
Templeton will devote all of his time 
and attention to establishing agencies 
on Prop-her Arch shoes. His head- 
quarters will be at Augusta, Ga. Will, 
as he is best known, who has a legion 
of friends in the South, has been asso- 
ciated with Mulherin & Marks of Au- 
gusta, Ga., for the past twenty-one 
years, and has always been a loyal and 
true friend of the southern traveling 
fraternity, who hold him in the highest 
regard. Mr. Templeton visited the 
Manchester factory recently, to inspect 
the new samples, and is now busily 
selling in the Southland. 





HE Charles Meis Shoe Co. has ar- 

ranged to operate its Fiftieth An- 
niversary sale, with special values to 
the trade of the country, and free rail- 
road fares to Cincinnati, through their 
road territories, as well as at the home 
office, and feel that its traveling force 
of over 25 men will vie with each other 
in making this event one long to be 
remembered in the shoe business of the 
country. Every salesman will remain 
on the road during the entire month 
of June in order to give every one of 
his customers the opportunity of taking 
advantage of the shoe values offered. 
Special lines will be on display at the 
company’s permanent offices in Pitts- 
burgh, Cleveland, Detroit, Indianapolis, 
Dayton, Louisville, Nashville, Memphis, 
New Orleans, Birmingham, and At- 
lanta, and their representatives in these 
offices will be on hand to welcome their 
customers who cannot come to Cincin- 
nati to attend the sale. The company 
has made extensive plans in preparing 
for the Charles Meis Shoe Company’s 
Fiftieth Sale and has gotten together 
for immediate delivery a tremendous 
stock of highly desirable merchandise. 
Shoe buyers are invited to attend this 
feast of values and help celebrate the 
Charles Meis Shoe Company’s Fiftieth 
Anniversary in a befitting manner. 





“The right type of salesman serves; 
the wrong wrongs.” 





SALESMAN HEUSNER’S 
INSPIRATION 





Cen'l Salesmanager 
Fred W. Moritz 


Some idea of the good fellow- 
ship existing on the sales force 
of the Harsh & Chapline Shoe 
Company’s sales force was evi- 
denced last month when genial 
Fred Moritz, general sales man- 
ager for the big Milwaukee com- 
pany, received the following let- 
ter from “Lion-Brand’s” Ne- 
braska representative, A. A. 
Heusner, as follows: , 

“T will be off the territory on 
May 24 on account of our boy 
graduating. We are more than 
proud of him. He carries off the 
honors of his class. He also won 
the scholarship to go to the 
Swarthmore College of Pennsyl- 
vania. He goes out of our school 
here with a general average of 
97. Some boy, Fred. The boy s 
success makes me work harder. 

Anyone who knows the real 
Fred Moritz will understand how 
his responsive nature reacted to 
that type of human appeal and 
why he immediately wrote Heus- 
ner, junior, in part, as follows: 
Dear Price: 

I am taking the liberty to ad- 
dress you in this informal manner 
because I feel I know you, having 
heard so much about you through 
your good father. 

In a letter received from your 
father I learn with a great deal of 
admiration, that you are graduating 
from school tomorrow, Thursday, 
May 24, and I take this occasion in 
the name of this company to extend 
our most sincere congratulations on 
the very commendable showing you 
have achieved. 

This is a very important moment 
in your life, Price. You are now 
about to pass over the threshold 
into a new era and if you will per- 
mit me .. . hold your ambitions 
and your aims high, keeping ever 
on the alert to grasp only that 
which is good and you will be head- 
ing ahead to success. 

Your good mother and father are 
sensing a great feeling of pride in 
you, and I am sure you will carry 
br successfully throughout your 

e. 

The writer hopes some time soon 
to have the pleasure of making your 
personal acquaintance. Hoping you 
are thoroughly happy on this, your 
Graduation Day, am, 

Sincerely yours, 
FRED W. Moritz, 
Gen’l Sales Manager, 
HARSH & CHAPLINE SHOE CO. 

















W. VIOLET, well known on the 

¢* Pacific Coast, has recently joined 

the sales force of the Alfred J. Sweet 

Co.’s branch of the United States Shoe 
Co., and is now in his territory. 
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R. MORRIS- 
* ETTE, one of 
the best known 
shoe travelers in 
the Southland, has 
recently joined the 
salesforce of the 
Thomas G. Plant 
Corporation, and 
will cover the Car- 
olinas, Virginia, 
part of West Vir- 
ginia, and Ten- 
nessee for this 
house. For eight 
years prior to his 
present affiliation, Mr. Morrisette cov- 
ered the same territory for the Ferris 
Shoe Co. 


RESIDENT Homer H. Beals has 

called a meeting of the board of 
governors and other N. S. T. A. exec- 
utives, to be held at the Hotel Statler, 
Boston, during the week after the 
Fourth, or ’twixt events at the Boston 
Shoe Style Show, July 9-11. This is in 
accordance with the usual custom of 
the N. S. T. A. to get together while 
many of the members of this associa- 
tion are attending the big Boston mid- 
summer July “meet,” thus affording 
the national officers an added oppor- 
tunity to combine their visit to Boston 
in behalf of the concern which they 
represent with that of the organization 
representing their profession. 


L. WHITMAN, sales manager of 
* The Pioneer Shoe Co., Kansas 
City, who sells the line of his house in 
various sections of the country, visited 
Boston recently to call on the trade, 
but principally to confer with several 
of the leading New England physicians 
and orthopedic specialists on a specially 
constructed shoe for misses and chil- 
dren. Whittie, as he is known to hun- 
dreds of friends in the trade, called 
while in “The Hub” at the N. S. 
T. A. office. He is an old Boston boy, 
who some years ago thought that he 
would go West, and has made a suc- 
cess of his business building ideas in 
that section. In addition to Sales 
Manager Whittie, three other salesmen 
distribute the Pioneer line. 


FRANK KRAMER represents the 
Educator Shoe Corporation of 
America in northern Wisconsin, Minne- 
sota, Michigan, Iowa, Missouri, and 
Kansas. He will continue to make his 
headquarters at Room 408, Security 
Building, 189 West Madison St., Chi- 
cago, which he occupied when he repre- 
sented Lewis A. Crossett Co. in this 
territory. 





J. R. Morrisette 








HE Rochester Association of Trav- 

eling Shoe Salesmen held a smoker 
and buffet lunch at the Powers Hotel 
on May 28. This was called a “Get 
Acquainted” meeting. Secretary- 
Treasurer C. B. Rowley, E. R. Gordon, 
and T. F. Dorrity, were on the com- 
mittee who arranged the “Get-To- 
gether.” 


PRANK A. WALLEN, formerly with 
I. Miller & Sons, Inc., has become 
associated with the Julian & Kokenge 
Co., as executive in charge of sales in 
the Greater New York area. Mr. 
Wallen makes his headquarters at the 
showrooms of this house in the Bush 
Building, 130 West 42nd Street, New 
York City. 
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“Cut Overhead”” Warn Speakers 
at California Shoe Convention 


—_——_— 


Los Angeles Meeting 
Devoted to Helpful 
Discussions 


(By Staff Correspondent) 


Los ANGELES, CAL.—California shoe 
men assembled for their Tenth Annual 
Convention at Hotel Biltmore in Los 
Angeles June 4. Registration began 
on Sunday and by mid-afternoon of 
Monday a large and enthusiastic at- 
tendance was counted. 

One hundred and fifty lines of shoes 
were displayed on three floors and 
salesmen were busy showing new styles 
from start to finish of the convention. 

At the Monday luncheon, after re- 
ports of officers had been made, the 
mayor of the city welcomed the guests. 
A switch in the program brought Na- 
tional Manager Stone on to the pro- 
gram one day earlier than scheduled, 
and he delivered an interesting and in- 
structive talk on the market situation. 
The day wound up with a theater party 
and dance. 

On Tuesday the sessions were open 
forum style and many merchants took 
interest in bringing out points valuable 
to all. Andrew MacIntyre of Santa 
Barbara led the discussion on over- 
head and proper amount of segrega- 
tion. Outstanding observations were 
that, with the rapidly increasing cost 
of doing business, the public is begin- 
ning to resist advancing prices. 

“We must cut down overhead,” said 
MacIntyre, “or we are on dangerous 
ground.” 

In the discussion of segregation of 
items an excellent suggestion came 
from Streicher and that was for a uni- 
form cost accounting system for retail 
stores. With such a system merchants 
could meet in convention and have a 
common system on which to base com- 
parisons and intelligently arrive at 
conclusions. 

Paul Stevenson, auditor of the Innes 
store, gave the merchants some excel- 
lent ideas for records and monthly 
stock reports. Fred Newcombe, of 
Santa Ana, brought actual sheets of 
his system of daily sales accounting 
and a how he arrived at the 
net of his business daily. An outside 
vi int was given to the con 
by e B. Henry, an investment 
banker of Los Angeles. He took as his 
text, “The Financial Situation,” and 
in a brief address laid before the shoe 
men some vital facts and statistics that 








will profit them for the whole year to 
come. He attributed much of the pres- 
ent slump in all lines of trade to mar- 
ket speculation and a mad desire to 
get rich in a minute by people at large. 
He stressed the fact that surplus 
money is not prosperity and that im- 
mense wealth is seeking investment. 
He predicted increased importation of 
all merchandise and warned business 
men to prepare for it. In closing, he 
urged shoe men to prepare a reserve 
fund to take care of whatever might 
happen in the markets in the coming 
two years. 

Wednesday’s session was filled with 
informative and heartening discussions 
by merchants on a wide range of sub- 
jects. T. R. Vandegrift spoke on em- 
ployees having small investments in 
their employer’s business, and Harry 
Locey, of Visalia, talked on arch-sup- 
port shoes for women and their prob- 
able continuance in popularity. Ches- 
ter Harold, of San Jose, dwelt upon 
fitting feet of growing children, and 
Ballentine of San Francisco had as his 
subject “Maintaining Proper Markups 
and What Is Cost.” These splendid 
talks deserve more space and will be 
given it in later issues of the RECORDER. 
After elections of officers and final re- 
ports of committees the convention ad- 
journed. 

Thursday’s golf tournament was 
largely attended and some wonderful 
trophies were awarded. Everyone says 
this convention goes down in history 
as the best on record. 


Denver Dry Goods Opens 


Red Cross Department 


DENVER, Coto. (UTPS)—The Den- 
ver Dry Goods Shoe Department, one 
of the most prominent shoe depart- 
ments in Denver, has during the past 
week enlarged its quarters to include 
a new section devoted exclusively to 
Red Cross shoes. Mr. Willis, a factory 
representative, was present during the 
opening week and gave his personal at- 
tention to the foot problems of the 
customers that crowded the store dur- 
ing this event. About twenty different 
models, all the latest in style, are being 
featured in the Red Cross shoe, offer- 
ing a wide selection in leathers and 
colors. 





More Than 100 Lines 
at Illinois Convention 


PeoriA, ILL.—With the convening of 
the annual convention of the Illinois 
Shoe Retailers Association’s annual 
convention a little more than a week 
away, everything is in readiness for 
the big event, which will eclipse all 
former gatherings of Illinois shoe men. 
The convention will get under way 
Monday, June 19, at the Pere Mar- 
quette Hotel here, with “Travelers’ 
Day,” when all the Illinois retailers 
will be guests of the shoe traveling 
fraternity. 

More than 100 lines of shoes will be 
exhibited at the convention, and the 
style revue will be larger than ever be- 
fore. Frank P. Meyer, president of 
the Illinois Association, has worked 
hard to make this convention a huge 
success and has been ably assisted by 
the following committee chairmen and 
their committees: 

Retaiiers—W. J. Crawford, general 
chairman; L. S. Abbott, hotel; R. 
Huber, publicity; E. P. Bourquin, ban- 
quet; A. L. Vermillion, style; C. V. 
Engstrom, finance; Nels Sulzberger, 
registration; W. H. Fetzer, reception. 

Chairmen, shoe travelers—J. J. Mc- 
Carthy, general; Martin Scheriff, 
finance; Allen Umphrey, publicity; A! 
Alcorn, jamboree; R. Anderson, com- 
plimentary luncheon. 


New Collection Aid 


Service Inaugurated 


CoLumBus, OHIO (UTPS).—The Co- 
lumbus Retail Merchants Credit Bu- 
reau has originated a service in aid 
of collections, which is a forward step 
in the activities of such agencies. In 
fact it is the first credit bureau in 
the country to inaugurate such a ser- 
vice to its members, among which are 
the leading retail shoe dealers of Co- 
lumbus. 

The service consists of writing a 
series of three letters to debtors of 
member stores, which has been most 
successful in securing payment. The 
service is in no sense a_ collection 
agency as the bureau will not receive 
any money, which must be paid to the 
store holding the account. 

The value of the service is manifold. 
In the first place the letters going out 
on the stationery of the credit bureau 
give a different appeal from letters 
written by individual merchants and 
this has its influence on the debtor. In 
the second place the responsibility is 
assumed entirely by the credit bureau 
and thus the retailer is saved the em- 
barrassment and probable loss of cus- 
tom, arising from individual collection 
letters. 
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Free Movies for Kids 
to Aid Shoe Dept. 


CoLuMBus, OHIO (UTPS)—A most 

unique and effective advertising stunt 
was pulled off June 2 by John M. Caren 
Co., department store of Columbus 
which operates a large children’s shoe 
department, which is expected to bring 
big returns. The plan was fostered by 
The Central Shoe Co. of St. Louis, mak- 
ers of the Robin Hood line of children’s 
shoes. Edward C. Hussman, traveler 
in Ohio together with C. W. Schafer, 
— for the department arranged the 
dlan. 
' Handbills were sent out through the 
public and private schools inviting the 
children to a free performance of the 
movie film Robin Hood, in which 
Douglas Fairbanks was the leading 
character. Arrangements had been 
made with Jonny Jones, manager of 
the Majestic Theater for a showing of 
the film between 9 a. m. and 1 p. m., 
June 2. Previously the children were 
asked to come to the store for their 
tickets and at that time the name and 
address of each child was taken. 

Whistles and toy balloons were dis- 
tributed to all of the children which 
flocked to the theater, almost blocking 
traffic. A Columbus girl dressed as 
Robin Hood appeared on the stage and 
recited a prologue and epilogue. Prizes 
were given to the holders of lucky num- 
bers of the admission tickets. They 
consisted of a “mamma doll,” archery 
set, watch, football and vanity case. 
The doll and vanity case went to girls. 

This free performance will be fol- 
lowed up by other shows and social 
affairs. It is planned to exhibit free to 
the children the film “Red Grange and 
One Minute to Play” and a baseball 
film featuring Babe Ruth. 





Cort & Peskine Formed 


CLEVELAND, OHIO, (UTPS)—Papers 
have been filed with the Secretary 
of State chartering the Cort & Per- 
kins Co., Inc., of Cleveland, with a 
capital of 750 shares of no par stock 
for the purpose of dealing in women’s, 
men’s and children’s shoes and foot- 
wear. The company will handle a line 
of hosiery. Incorporators are Peter E. 
Klein, M. E. Office and E. .M. Brown. 





New Red Cross Dept. 


SPRINGFIELD, Mass.—Harry Scheft, 
manager of The Woman’s Shop shoe 
department, of this city, put on an in- 
teresting Red Cross display to intro- 
duce these shoes to the public. A foot 
expert supervised every fitting, Miss 
Martha Dunder, known as “Miss Cin- 
derella,” and Miss Marguerite English, 
known as “Miss Boston, 1928,” showed 
for three hours, beginning at noon on 
the two days of the special featuring of 
this new department of The Woman’s 
Specialty Shop. 

The affair was well advertised in the 
newspapers, with pictures of the mod- 
els and cuts of the shoes. Mr. Scheft 
reports that the display brought good 
results, and that the people of this citv 
have been well sold on the new denart- 
ment and the fact that Red Cross shoes 
are both stylish and comfortable. 


Where Customers Are Received 





It’s just different, this new shoe de- 
partment in the Phil Halle store in 
Memphis. Perhaps a brief description 
of the reception room as pictured, will 
illustrate how the dignity and air of a 
high grade living room was achieved. 
In this reception room, which is_ be- 
tween the front entrance and the sell- 
ing section, no shoes are shown, save 


those in the green wall cabinet, with | 


its bronze and gold colorings. From 
the Love Bench shown in the left cor- 
ner to the desk in the other corner, the 





same rich air prevails. This desk, by 














New-Texas Company 


BEAUMONT, TEX. (UTPS) — The 
United Shoe Company, Inc., has been 
organized here and chartered to do 
business in the State of Texas. The 
capital stock is $10,000. Among the 
incorporators are Louis Chazen, Jenny 
Chazen and Dave Sobel. The new com- 
pany will feature a complete line of 
shoes and hosiery. 





Syracuse Firm to Have 


Much Larger Quarters 


Syracuse, N. Y.—The W. I. Addis 
Co., women’s wear specialists, recently 
completed negotiations for a long lease 
of the Crescent Theater property in 
South Salina Street, in a deal which is 
ire, to involve more than $2,000,- 
0 


The theater building, owned by the 
Cahill interests, one of the landmarks 
of modern downtown Syracuse, will be 
razed and in its place will rise a new 
four-story building, the new home of 
the Addis Company. 

The Addis Company, now occupying 
a store at 325 South Saline Street, has 
signed a 20-year lease to the new build- 
ing, which is to be ready for occupancy 
by Nov. 1. 

The building will have a frontage of 
60 feet and will extend 140 feet back 
from the street, giving the Addis com- 
pany three times the floor space it has 
at present. 

During its 12 years at the old loca- 
tion the Addis Company has built up 
a thriving business until it has out- 
grown its quarters. 








the way, has attracted considerable at- 
tention, as it has a raised lacquered 
finish of bright greens and yellows. On 
the genuine inlaid black walnut octa- 
gon table in the center of the room are 
found the latest issues of the style 
magazines. Smoking stands with elec- 
tric lighters and plenty of cigarettes 
are near all chairs in both fitting and 
reception rooms. The proprietor of 
this charming I. Miller & Sons shoe de- 
partment is Henry D. Wexner, who has 
recently opened a branch store in Bir- 
mingham. 


Revised Eighth Edition 
Color Card Issued 


NEw YorK, N. Y.—The new revised 
eighth edition of the Standard Color 
Card of America has just been issued 
by the Textile Color Card Association 
and is now ready for release to sub- 
scribers, according to an announcement 
made last week by Margaret Hayden 
Rorke, managing director of the asso- 
ciation. 

“The card which contains 192 stand- 
ards colors, comprises the most com- 
prehensive collection of staple colors 
ever assembled,” said Mrs. Rorke. “It 
represents the fruition of 13 years of 
wide experience and study of the color 
needs of American industry. The 
beauty and variety of the shades, well 
adapted for commercial purposes, have 
been so deftly combined that the card 
is considered by well-known colorists 
to be ‘the most remarkable color card 
ever issued.’ As a lexicon of commer- 
cial colors the card is invaluable to 
every user of color in all branches of 
industry and trade. Every costume de- 
signer, every color specialist and every 
student of industrial art will find the 
new standard card of great service. 





New Cleveland Concern 


CLEVELAND, OHIO (UTPS)—Kram- 
er’s Shoes, Inc., has been incorporated 
with a capital of 300 shares of no par 
value stock for the purpose of dealing 
in boots, shoes. rubbers, hosieries and 
accessories. The incorporators are 
Samuel Kramer, Louis W. Kramer, 
Maurice Kramer, Louis Kramer and 
Henry Blaugrund. 
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u) 
“ACE” Special Process a 
“ ” 
or nincees” on" “REGENT” Special Process B-101—Patent | Leather...... $4.65 
with Kid to match........... $6.10 Two Toes—i9/8 Heel “CLARE” Special Process  8-!09—White Calf.............. 4.85 
be B-909—Genuine Natural Python .- B-150—Black Satin, Med. Narrow 22/8 Heel 4 
with Perlustre Kid to match.. 6.25 MED -Kociddconscesaskesereussees $4.35 B-122—Jade White Kid........ $5.00 
B-154—Patent Leather, Med. B-289—Silver Kid.............. 6.00 Q 
Wartew Tee .nccccccccccccece 4.35 B-575—White Kid 475 
: ad “Round —-—i«éi57H—Whhite Kid ............ : 4 
3 Pe ee ee ee | E-Eee Oem ........... 4.25 4 
B-3672—Patent Leather, Med. B-572—Patent Leather.......... 4.25 al 
TEE TSO ceccccccsvescocess 4.35 B-224—White Satin............ 4.75 
3 4 
4 q 
5 “NORMANDY” Special Process 4 
B-158—Jade White Kid........ $5.15 
B-162—White Kid ............ $5.15 © 
8-153—Patent Colt ........... 4.85 
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and Spike Heel 


“INA” Special Process 
Combination Leather Bow 
Cuban 

B-295—Patent Leather. Spike 

BEE Scsersccevsevesanecosecs $4.75 

B-104—White Calf, Cuban Heel 4.85 
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ECHO Goodyear Welt = Bazar” Special Process SS 
B-968—Gen. Brown Baby Alli- B-9086—Genuine Brown Baby 
GE 6000s ass cverresyesiceses $7.25 Alligator with Brown Kid to 4 
Bee eee $5 
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“ROSALIE” 
B-129—Patent 
B-155—White Calf 


“OKAY” Special Proces 


s 

B-192—Patent Leather......... $4.85 A 

B-108—White Kid ............ 5.15 i 
NN 
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“JAVA” Special Process “SIMBA” Special Process 


8-906—Genuine Natural Python B-910—Genuine Natural Python 
with Brown Kid to match... .$6.50 with Perlustre Kid to match. .$6.50 

























“BALM” Special Process 
ter Buckle 


Cen’ “POLLY” Special Process 
B-903—Patent Leather.......... $4.65 


8-901 — Genuine Gray Water- 
snake with Patent Leather. ..$5.85 
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“JOSELLA” Special Process “REGENT” Special Process 
3 Inch Heel 4 
B-103 — Patent Leather with 
“ ” Parchment Piped Buckle Straps $4.85 B-972—Patent .......... woead $4.50 ; 
ROXY Special Process . 
B-186—Genuine Beige Lizard, B-100—Medium Brown Kid with B-973—Black Satin ......... -+ 4.50 “ANITA” Special Process ‘ 
Kid quarter to match, me- Parchment Piping on Straps.. 5.15 B-974—Light Black Calf....... 4.50 B-902—Genuine Gray Watersnake i) 
dium round toe.............. $6.25 with Patent Leather......... $6.11 ] 
S g 
SIZES AND WIDTHS i 
BRR ccccereccceseed 52 to8 DF -Sepwcstdccbacesns 342 to8 4 
GE atdvedevceicaccen 42 te 8 DP wsctessectesesune tod 3 to8 
AAG RAE RE 4to8 q 






Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days 


THE MENIHAN COMPANY fA 


A 
= 
SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U.S. A. c 
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“DELRIO” ial Process “ ” 
B-143—Genuine Ni Python Makers of Menthan Arch-Aid Shoe. B05 facie White Ke yes 
with Brown Kid to match... .$6.50 Write for Agency Proposition. B-116—White Kid ............ 5.00 
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Philadelphia Shoe Men 
Back Beauty Contest 


PHILADELPHIA — Hail Philadelphia! 
The City of Brotherly Love is going 
to become the Capital of Sisterly 
Pulchritude. Atlantic City has been 
talked out of its annual parade and 
beauty contest, but the shoe retailers of 
Philadelphia have started a new cru- 
sade. They have raised the battle flags 
of Venus from the dust and sworn that 
charm, chic and comeliness shall not 
perish from the earth. Sometime dur- 
ing the latter part of July the laurel 
leaves of victory, the golden apple of 
beauty and imperial sceptre of supreme 
rank will be laid at the feet of a new 
Queen. 

Under the leadership of Philadelphia 
Shoe Retailers’ Association, the Chiro- 
pody Society of Pennsylvania and the 
management of Willow Grove Park, the 
members of the Middle Atlantic Shoe 
Retailers’ Association for 75 miles 
roundabout Philadelphia are being en- 
listed in this campaign. Together they 
will rally to the judging stand more 
than a thousand of the fairest dames 
and damsels in that 150-mile circuit 

. and let the judges do their best 
to prevent civil warfare when the 
Queen is led forth to greet the throng. 

Quite naturally this is to be a FOOT 
AND ANKLE CONTEST. From the 
viewpoint of shoe retailers, chiropodists 
and all exponents of logic, the foot, 
ankle and footwear are the foundation 
of correct posture, graceful bearing, 
costume style and hence, beauty. And 
besides as one of the Philadelphia com- 
mittee says, “Atlantic City beauty- 
judges tried to cover too much terri- 
tory and that’s why they went ‘bust,’ 
so to speak.” 

The contest is now open to all girls 
over 15 years of age and all women 
living within a radius of 75 miles of 
Philadelphia. 

Entry blanks may be obtained only 
by applying in person at the store of 
any shoe retailer within that territory 
who is a member of the Philadelphia 
association or the M. A. S. R. A. or at 
the office of any member of the Chiro- 
pody Society of Pennsylvania in that 
district. 

Entry blanks and other advertising 
matter will he furnished to members 
of these associations and a window-sign 
franchise will mark each store or office 
where blanks are available. 

A beautiful trophy cup will be 
awarded the “Queen” as the first prize 
and there will be a long list of second- 
ary prizes. 

On the day of the contest at Willow 
Grove Park, Philadelphia, a large bul- 
letin board will be placed in a con- 
spicuous place giving the names, ad- 
dresses and a descriptive line about 
each of the cooperating association 
members. Retailers who furnished the 
entry blanks to the winner and runner- 
up will be permitted to exhibit the 
prizes for a limited time. Retailers 
also have the privilege of awarding 
additional prizes, such as slippers, hos- 
iery, etc. 

The Philadelphia association’s an- 
nual outing will be held coincidental 
with the beauty contest. 





Sanger Bros. Give Show 


WicuHiTa, Kan.—Sanger Bros. of 
Wichita, Kan., held a Robin Hood re- 
ception on May 26 at the Orpheum 
Theater. There were two perform- 
ances given to take care of the 4000 
children who were admitted free as 
guests of the store. The principal num- 
ber on the program was Douglas Fair- 
banks in “Robin Hood.” Walter Menke, 
advertising manager of the Central 
Shoe Co., was present to assist Ralph 
Evans, shoe buyer for Sanger Bros., 
in putting over the reception. Robin 
Hood shoes were featured in connection 
with the show. 


Whites Selling Freely 
in St. Louis Stores 


St. Louis, Mo.—White shoes were 
ppentnent in the demand previous to 

emorial Day. All stores reported un- 
usual activity on this type of mer- 
chandise which extended into the latter 
part of the week. In one large store, 
a check-up found eight pairs of white 
being shown and two pairs of blacks in 
one aisle where ten customers were be- 
ing served. 

The prediction that whites would be 
good is being evidenced everywhere with 
another store reporting 60 per cent of 
their business white, 20 per cent black 
and the remaining percentage, color. 

Plain whites have first call with the 
choice being in attractive patterns. 
Trimmed whites received little atten- 
tion and were bought sparsely. 

In Deauville sandals, the plain white 
was cleaned up and the black and white 
pattern scarcely moved, one large store 
reported. White, from present indica- 
tions, will attain a great volume. 

Colors, especially blond, are hold- 
ing well. The reds and blues continue 
to be bought but their popularity is 
expected to diminish soon. Sport ox- 
fords are selling especially well. 

Straws and Indian prints remain 
laggard, but merchants state they were 
bought cautiously and no one will be 
hurt. They have not gone over big, 
despite the pressure put behind the 
selling effort. May showed good gains 
in practically all stores. 


Ohio Travelers Meet 


CoLumBus, OHIO (UTPS)—The an- 
nual meeting of the Ohio Shoe Travel- 
ers Association is scheduled for June 
16 at the club room in the Chittenden 
Hotel. At that time officers for the 
coming year will be elected and reports 
received. A luncheon will be served. 
Harlan Rhoades has been president for 
the past two years. Richard Hock is 
secretary. 


Simmons, Ad Club Pres. 


CoLtumBus, OHIO, (UTPS)—Harry 
C. Simmons, director of the Nisley Shoe 
Co. of Columbus, in charge of adver- 
tising was elected president of the Ad- 
vertising Club of the Columbus Cham- 
ber of Commerce at the annual meeting 
June 1. Mr. Simmons is well known in 
advertising circles and has been con- 
nected with the Nisley chain for about 
five years. 





Retail Trade Fluctuating 
With the Temperature 


CINCINNATI, OH1I0—Business in local 
shoe circles was very good during the 
first three weeks of May, but cool 
weather set in a few days before Deco- 
ration Day and retail sales dropped off. 
Shoe merchants are confident that set- 
tled weather is all that is needed to 
keep business humming, as sales on 
pretty unshiny days are about twice 
those on cloudy or rainy days. A 
sprinkling of everything is_ selling, 
with colored kid leading. Patent sales 
have dropped off quite a bit and navy 
blue kid has taken a rise. 

Fabrics continue to move at the 
Queen Quality Shop, although they 
seem to be less popular than they were 
a month ago, reported Fred Haga, man- 
ager. Navy blue kid is taking quite a 
few sales away from black patent and 
Mr. Haga expects this color to be very 
good through summer and fall. A pair 
of whites is selling now and then 
and sport shoes have started moving 
at Queen Quality. 

The H. & S. Pogue Company is show- 
ing a complete line of reptiles and T 
E. Loughnane of the shoe department 
reports business good. Lots of blue kid 
is selling and an increasing number of 
calls are coming in for whites. San- 
dals have been Pogue’s feature item for 
the last ten days, and Mr. Loughnane 
thinks they will continue to feature 
them through the summer. 


Bycks Celebrate 
Birthday on “Air” 


ATLANTA, GA., (UTPS)—The Byck 
Brothers Company, of 61 Whitehall 
Street, celebrated its forty-first anni- 
versary June 2 with a special radio 
program over WSB, the Atlanta Jour- 
nal broadcasting station, and followed 
this up with a special sale and a 
“Courtesy Week” all this week. 

Among the principals on the pro- 
gram were Mme. Mary Le Granowska 
and Senor Louis Ibarguen, two dis- 
tinguished Grand Opera stars; Trumie 
Johnson and Mabel Daniel, two stars 
of the Atlanta Light Opera Company, 
and Enrico Leide and his famous or- 
chestra. Selections on the program 
were taken from Rigoletto, Carmen, 
“The Big Parade” and other operas and 
operettas. 

Thousands of people listened in on 
the program, which was one of the 
first ever put on by an Atlanta shoe 
store, and the program made a fitting 
orcas of the anniversary of the 

rm. 


New Slipper Shop 


BRECKENRIDGE, TEX. (UTPS) — 
Baum’s store has reorganized its shoe 
department and is offering a new line 
of novelty shoes at from $6 to $7.50. 
The department has been separated 
from the ready to wear, hosiery and 
hat departments of the store and is 
operating as Baum’s Slipper Shop. 
Corrective footwear also is handled by 
the new shop. A policy of no charges, 
no refunds and no approvals has been 
announced. 
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If you appreciate Fit 


you will be sure to appreciate our 











three eyelet tie. 






IN STOCK Here is one of the sweetest fitters in 
the Wilbur Coon line. 








The vamp length is just right; no 
biting at the throat. 







The vamps are winged high; no un- 
comfortable seams to press on the 







joint. 






The quarters snug up to the foot as 










Three eyelet tie, 309 (combination) if the rew there and most impor- ce 
last, 14/8 covered Cuban heel. Good- y & , ; P 
year Welt, Built-in steel arch support- tant of all the pattern is sO Ccarfe- th 
ing shank. a 
1 

Style R1704—Black Glazed Kid with fully graded that a size eleven - 
black im. $5.75. . . of 
ae AAAA fits as perfectly as a five re 
Style R1705—Patent Leather, black fe 
ooze trim. $5.75. B or ce bl 
Style R1706—Burnt Oak Kid. $6.50. | - 
. Ww 

eat ing The numbers listed are on the floor in 





Widths AAAA to EEE. Sizes 2% up. 
A to E, size 1 up. 





in quantities. Your order will be 
filled upon receipt. 
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37 Canal St., Rochester, N. Y. 
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Frank Casey Is New 
Thayer McNeil’s Buyer 


Boston — Frank 
J. Casey,  well- 
known style and 
merchandising ex- 
pert on men’s fine 
shoes, has returned 
to his former foot- 
wear “family” of 
retail distributors, 
the Thayer McNeil 
Co., as men’s shoe 
buyer. Mr. Casey 
comes to his pres- 
entconnection 
from a four-years’ 
service as manager 
of the Nettleton 
Shop here, but prior to that he was 
with the Thayer McNeil folks company 
in Detroit, where he bought both men’s 
and women’s shoes fer a number of 
years, 

Frank has one big hobby, which he 
has not “ridden to death,” but wisely 
and profitably—namely horses. He has 
been riding ever since he was a boy of 
12 years and later showed “fast step- 
pers,” and demonstrated “how it could 
be done, equestrian-wise,” at various 
riding academies and race tracks. He 
understands the riding game thoroughly 
and the wants of riders in the way of 
correct footwear, and so it was only 
natural that Mr. Casey has always 
made riding boots a very definite part 
of his stock, and that he has been very 
successful in the merchandising of 
these shoes. 


Blacks Are Volume 
Sellers in Boston 


Boston, Mass.—One retail shoe con- 
cern reported that May was over 25 
per cent ahead of May, 1927, but the 
majority of merchants say—“With 
three rainy Saturdays and cold, unsea- 
sonable weather, one should be satisfied 
if he is ‘breaking even’.” Black shoes 
are the volume sellers—the majority 
of the better grades have a touch of 
reptile, or snake, trims; in the black 
family are black satin, black patent, 
black suede and moire. 

One of the “different” trims on 
black patent dress shoes is the large, 
modernistic buckle of gold or silver, 
with bright kid backing, giving a pleas- 
ing bit of color from beneath the inter- 
stices of the buckle design. Light beige 
colored kids and fancy woven effects 
in straw and toyo cloth, with modern- 
istic motifs in color, and sometimes with 
embroidered vamps, are noted in dress 
sandals of the better grades. 

There is a goodly display of all white 
kid sandals with 12/8 and 14/8 heels, 
in all-over punched effects; in addition 
to this style, there are the ties, the 
straps and the pumps of white kid in 
dress styles, and white buck, with and 
without black trims, and either rubber, 
or leather, soles, for sport models. 

One high class shop is showing a 
black and white window in women’s 
styles, with black and white sport lisle | 
hosiery. One of the big department 
stores featured in its shoe section for 
May 31, June 1 and 2, its annual June 
sale of women’s white kid shoes, in all 
sizes from 2% to 8%, and in several 
widths and types of heels, at $6.85. 





(Photo by Waid) 
Frank J. Casey 





time. Father’s Day, 
gradually growing in favor. 





Mother’s Day has been accepted as a national institution for some 
June 17, is not so generally accepted but is 
The Best-Ever Slipper Co., 
lyn, suggests a display of slippers with the idea that it will attract 
attention and result in some extra sales just prior to that day. 


of Brook- 











To Form New 
Michigan Ass’ns 


DETROIT, MicH. (UTPS).—James H. 
Stone, newly appointed manager of 
the National Shoe Retailers’ Associ- 
ation, will address a mass meeting 
of retail shoe dealers and_ shoe 
travelers in Michigan some time in 
June, if plans that are under way here 
mature, with a view to organizing a 


shoe travelers’ organization. 

There was a State organization of 
shoe retailers operating in Michigan 
until about two years ago, when it 
passed out of existence due to the in- 
activity of the principal members. 
Under existing conditions in the shoe 
trade many of the key men in the in- 
dustry believe that a state-wide associ- 
ation of shoe dealers could be made to 
serve a most useful purpose, hence the 
plans for reorganization. 
| This new move follows closely upon 
| the heels of the reanimation of the De- 
| troit Retail Shoe Dealers’ Association, 
| brought about at a meeting at the 
Hotel Tuller on April 25. The revival | 
of associational enthusiasm in Detroit 
seems to have communicated itself to 
| the leading retailers in other cities 
|about Michigan, with the result that | 
the demand for a new State organ- | 
| ization has arisen. 

A representative of the. shoe travel- 
ers had been in communication with | 





tive date for the mass meeting, which 
was to have been held at the Hotel 
Statler in Detroit on Thursday eve- 
ning, May 17. 


State retailers’ association and a State | 








Friedenberg Enlarges 
Red Cross Department 


Boston, MAss.— 
B. Friedenberg, 
buyer and manager 
of the exclusive 
Red Cross shoe de- 
partment of Plot- 
kin Bros., 364 Boyl- 
ston Street, this 
city, made a recent 
trip to the factory 
of the United 
States Shoe Co., 
Cincinnati, for the 
purpose of decid- 
ing upon fall shoes 
for his recently en- 





B. Friedenberg 


| larged and remodeled footwear shop. 


|is attractively 


and 40 per cent black shoes. 





Mr. Friedenberg assumed charge of 
this new Red Cross department about 
eighteen months ago, since which time 
the business has been steadily increas- 
ing. The Red Cross shoe department 
located on the balcony 
of the women’s specialty shop of Plot- 
kin Bros., and recently has been ex- 
tended 17 feet to make room for an in- 
crease in stock of 1000 pairs. 

Mr. Friedenberg reports that he has 
| been selling about 60 per cent colors 
He says 
that for fall he is going to feature the 
new browns strongly in suede and kid, 
and that he will use reptiles for trims. 


Mr. Stone and had arranged a tenta- He believes that straps, pumps and ties 


will continue to be good selling num- 
bers. He sells about 60 per cent of 


| Cuban and 40 per cent of heels as high 
las 17/8. 



















IN STOCK 
BROWN KID 


is in demand and SHERWOOD 
has anticipated this demand with a 
perfect fitting, 3 eyelet tie. Priced 
for profitable retailing at 


$8.50 










Style 4021 


MADE OF 


456 Brown Kid 


OVER OUR POPULAR 


1401 Medium Toe Last 


WITH 
14/8 Leather Heel 


35.00 


LESS THAN 3 PAIRS—25 CENTS PER PAIR EXTRA 
DISCOUNT 5% THIRTY DAYS 


Dade Sa a ha Sa Sa Sa ba Sa Ss Sabo So So Ss Ne Sats AY” 


Open Size Schedule 


AAA AA A B Cc D 
5/9 41%4/9 4/9 3442/9 3%4/9 3/9 


OF PATENT, BLACK KID AND 


ALSO CARRIED IN STOCK. “ano | 
WHITE CALF. FOLDER ON REQUEST 
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_ Greater than ever 


De Scholl 


June 16-23 





Can You Speak 


the Language of 


Your Business ? 


Do you know the meaning of all the 
terms used in the shoe and leather trade? 
Can you make a good impression on a 
customer by calling things by their cor- 
rect names and answering questions in 
an intelligent manner? 

If you can’t—you need the 


“Shoe and Leather 
Lexicon” 


An authoritative dictionary of the terms used 
in the shoe and leather trade. The price of the 


Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder 
Publishing Co. 





+ 


> > S34 


Boston, Mass. 


June 9, 1928 











SSS VNSVLLSSESLS VSR NURN NNN NAAN NNER RARER EN ANAND 


> 











AKKEKNANANANSNSSAS AAS ASSN SSNS NSA ANAS SS SSSA ASA SNASRRNARE RRR 


June 9, 1928 


BOOT AND SHOE RECORDER 














A trio of numbers taken from this season’s 
SINBAC Helthy-Fut Line. Smart . . . durable 
- - - comfortable . . . all of them ease-fitting, 
quality shoes, ideally suited to the growing feet 
of youngsters. 





Ne. 7533. A trim looking 

Patent Chrome that will ap- 
peal to little folks 
The Cut Out is a 
special feature. Light 
eyelets and laces. In- 
cluding Half Sizes, 
2 to 5. 











No. 7596. This pattern bears 
the stamp of good taste. Note 
the Cut Out on Vamp. 
Individuality! Includ- 
ing Half Sizes, 2 to 


No. 7597. Same In 
White Calf. 


No. 7598. Same In 
Smoked Elk. 











No. 7578. An appealing novelty 
in Patent Chrome with Basket 
Weave Underlay on 
Vamp and Quarter. 
Including Half Sizes, 


2 to 5. 








For other patterns in the SINBAC Helthy-Fut Line re- 
fer to SELLING SHOES, our monthly catalog. If this 
doesn’t come to you regularly, write for a copy. 


sINBAC 


The Helthy-Riit Line 
211-153-115 W. MONROE & 


CHICAGO 


| 
| 














SLIPPERS 
Are Profit Builders 


They build good profits and steady ones 
because KOZY KOMFORTS are _indi- 
vidually styled...made from the best 
materials and popularly priced giving 
you a “jump” on your competitors. 


There’s a style for every demand. . .for 
the whole family from tots to grown-ups 
...all COLORS ..all leathers in wood 
heel and padded sole types. A line of 
QUALITY footwear that will add extra 
profits. 


Get the facts. Write for complete cata- 
log. Everything in stock. 


No. 28993—W om- 
en's Colored Kid 
Pumps. Also 
DOrsay 
terns 
COLORS, Satin, 
Rayon and Felt 
Linings. Wood 
Covered Heels. 
Full Grain Out- 
soles, Counters, 
Steel Shanks. 
Also Patent 
Leather, Colored 
Sides and Com- 
binations. 


No. 17933—Men’s 
Colored Kid 
Opera. Solid 
Heels, Counters, 
Steel Shanks, 
Full Grain Out- 
soles. ALL COL- 
ORS, Kid and 
Patent Leathers, 
Com bi nations 
Leather and 
Satin Linings. 


Kozy Komfort Shoe Mfg. Co. 


1701 Richards St., Milwaukee, Wis. 
**Crosa the Continent’’ 


New York Chicage Los Angeles 
122 Duane Street 218 Seo. Wabash 214 E. Eighth St. 
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WHERE TO BUY 
Men’s Shoes 














hoe 
Iph, Mass. 


Richards & Brennan Co., Rando 








Tie oy roe 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


i ee] 




















HENRY LILLY CoO. 
110 Duane St. New York 
AUCTION TRADE SALES ef 


SHOES and RUBBERS 
Greey 


Wednesday and Friday 











—--— 





Tus 


<S 


M. A. PACKARD CO., Makers 
BROCKTON 








NETTLETON 


Shoes of Worth 


A. E. NETTLETON CO. 


H. W. COOK, President 


Syracuse, N. Y., U. 8S. A. 
MEN’S FINE SHOES EXCLUSIVELY 

















| ery. 
on the road, and a nice volume of fall | 


Shoe Market N aie 


in the Boot and Shoe Recorder 
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Cincinnati 
Factories Are 
Running Full 


CINCINNATI, OHI0—Production has 
been increased and practically all shoe 
factories in this section are enjoying 
a capacity run. Orders for immediate 
delivery are being cleaned up at some 
factories, while the majority are work- 
ing on footwear booked for fall deliv- 
All territory salesmen are back 


business is being booked. 

Suede, from beige to brown, is tak- 
ing well with the trade as shown by 
orders coming in at the Julian & Ko- 
kenge Company, reported Mr. Lambert 
of that firm. Light kid and kid and 
reptile combinations are also drawing 
their share of the business and black 
patent and kid are being received with 
favor. Very few of the J & K fall 
samples show heels higher than the 
Baby Louis, the majority being built 
with Cuban heels. Some pretty strap 


| patterns are being shown, but practi- 


cally 50 per cent of the entire line are 
ties. 

Credit conditions are normal, Mr. 
Lambert reported, and collections are 
very good, considering the bad busi- 
ness shoe merchants experienced dur- 
ing the early part of the year. 

The factory of the Stern-Auer Shoe 
Company is running at capacity and 
fall business has been booked in suffi- 
cient volume to assure a good run 
through the summer. J. Ballinger, 
secretary of the firm, reported light 
bookings on whites with black and tan 
crders very heavy. Light colored kid 
is taking fairly well with the trade, 
Mr. Ballinger stated, with gray better 
than it has been for some time. 











Moving to Marlboro, Mass. | 


HAVERHILL, Mass.—The Duane Shoe 
Co., for the past seven years one of the 
city’s foremost manufacturing units 
producing women’s fancy McKay shoes, 
has concentrated its business at Marl- 
boro, Mass., where a branch factory 
has been operated since early in the 
year. Success in production and qual- 
ity of Marlboro-made shoes was re- 
sponsible this week for the decision of 
the company to remove its entire busi- 
ness. A large factory has been leased 
by the Duane company in Parmenter 
Square, Marlboro, and production is 
fully under way. Cutting operations 
were stopped at the Haverhill plant 
10 days ago and the plant has been dis- 
mantled. If the volume of business at 
the new location warrants an expan- 
sion of business, the company has a 
tract of land adjacent to its new plant 
which may be developed. 





Abandon Fashion Show 


St. Louis, Mo.—At a meeting held 
recently of the garment, millinery ani 
shoe interests, it was decided f aban- 
don the Pageant of Fashion held each 
summer for the past 11 years in Au- 
gust. It was a market Fashion Show 
and had grown to be one of the out- 
standing performances of its kind in 
the country. 


Osterkamp New Manager 


of International Branch 


St. Louis, Mo.— 
When Charles E. 
Osterkamp recent- 
ly was made gen- 
eral manager of 
the Roberts, John- 
son & Rand branch 
of the International 
Shoe Company, fill- 
ing the vacancy 
caused by the death 
of William E. 
Baird, he brought 
to his new posi- 
tion 22 years of 
active experience 
with his company in practically all of 
the office departments. 

He started with the company as a 
boy writing mail orders and advanced 
through department after department, 
organizing and putting them on a sound 
basis. Mr. Osterkamp also organized 
shoe classes which met twice a week. 
To these classes came employees after 
working hours to familiarize them- 
selves with phases of the shoe business 
other than their own work in the com- 
pany. This was one of the important 
pieces of work done by Mr. Osterkamp. 

The systematizing of office records is 
a hobby with Mr. Osterkamp. He re- 
jects the word efficiency and prefers to 
use such words as improved and co- 
ordinate. He has grown to his present 
position with many members of the 
firm, and everyone intimately asso- 
ciated with him has great respect for 
his unusual ability. 


C. E. Osterkamp 


Orders Filled in Two Days 


LyNN, Mass.—Samples are made up 
in half a day, and orders, when booked, 
are made up in two days. This is the 
new pace of shoemaking here. Shoes 
ordered on Monday or Tuesday morn- 
ing are delivered in Eastern markets 
in time for week-end sales. Quick 
turns mean quick profits. Of course, 
the manufacturers and the designers 
may have been thinking of the new 
styles for months, and the merchant 
may have been planning his sales for 
weeks. Once they agree on styles and 
prices action is fast. 
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Preparing for Style Show 


HAVERHILL, Mass.—The Boston Shoe 
Style Show scheduled for Hotel Stat- 
ler, Boston, July 9, 10, 11, is beginning 
to attract interest of local shoe men 
who annually make this mid-summer 
exposition cause for an extensive cam- 
paign for fall and winter business. The 
larger producers in the local industry 
will be represented in the Boston show 
and are now sampling smart numbers 
in the new fall materials and colors. 





New Popular Priced 
Welt Line Added 


HAGERSTOWN, Mp.—About two years 
ago the Hagerstown Shoe & Legging 
Company added the manufacture of 
welt shoes to their firmly established 
lines of stitchdowns, McKays and 
leather leggings. This company’s com- 
bined knowledge of shoemaking and 
leather tanning, including the audition 
of the services of a style creator and 
designer in contact with the trade 
through the N. S. R. A., enabled them 
to produce a welt line which embodies 
many exceptionally good features of 
fitting and wearing qualities as well as 
consumer style appeal. 

The suceess with which their en- 
deavors has been met has prompted 
this company to introduce an additional 
line of “Popular Priced Welts,” sam- 
ples of which have been shipped to 
their salesmen along with the entire 
fall line. 

These popular priced welts will carry 
specially treated waterproof soles, 
treated by the Hagerstown Shoe & 
Legging Company’s own special proc- 
ess, and are constructed over the same 
lasts, with the same fine degree of 
workmanship as the better grade welts. 


Old Colony Ad Club 
Elects New Officers 


BROCKTON, MAss.—The annual meet- 
ing of the Old Colony Advertising Club 
in which the South Shore shoe trade is 
well represented, was held at the Walk- 
Over Club, Brockton, the evening of 
May 23 

George Frolich, general manager of 
medicine department of the United 
Drug Company, gave a practical talk 
on quality in product and advertising, 
illustrated with interesting exhibits. 

The following officers were elected 
for the ensuing year: 

President: Shelton R. Houx, adver- 
tising manager, Edwin Clapp & Sons, 
Inc., E. Weymouth, Mass. 

Vice-President: John J. Feeley, ad- 
vertising manager, M. A. Packard Co., 
Brockton, Mass. 

Second Vice-President: Glenn M. Mc- 
Crillis, sales manager, White Star 
Laundry Co., Brockton, Mass. 

Treasurer: Fred Regnell, advertising 
department, Geo. E. Keith Co., Brock- 
ton, Mass. 

Secretary: Herbert Gardner, adver- 
tising manager, Hurley Shoe Co., Rock- 
land, Mass. 


The next meeting of the club will be 
the summer outing, June 14. 





C. $. Gibbon Co. 
Plans New Factory 


PHILADELPHIA, 
Pa.—Plans are 
being made by the 
C. S. Gibbon Co. 
for the erection of 


facturing  build- 
ing within the 
confines of the 
City of Philadel- 
phia, within the 
next few months. 
The contemplated 
new plant will be 
the most modern 
in the shoe manu- 
facturing field and will embody some 
new ideas in layout and equipment. The 
building will be but one story in height, 
enabling all manufacturing to be con- 
centrated on one floor and the equip- 
ment will be so laid out that a straight- 
away process of manufacture will re- 
sult, the raw material going in at one 
end of the factory and pursuing a 
straight and continuous line through 
the various processes of manufacturing, 
finally emerging as a finished shoe at 
the packing room. The 12 pair unit 
system of manufacture also will be 
adopted, and each machine will be in- 
dividually powerized. 

“T have long believed,” said C. Earl 
Gibbon, in discussing plans for the 
new plant, “that shoes can be made 
as scientifically and as efficiently as Mr. 
Ford produces his cars. Our new plant 
will put this idea into practice. The 
one story, one room, factory will enable 
us to cut our overhead for supervision 
and also will develop a number of other 
economies, so that we can maintain 
both our high quality and low price in 
oe face of a rising raw material mar- 

et.” 





Cc. E. Gibbon 


floors at 54 North Fourth Street. When 
the new plant is completed, what ma- 
chinery and materials that are to be 
moved will be taken to the new build- 
ing in sections so that production will 
not be interrupted. The plans call for 
an initial production capacity in the 
new plant of 1200 pairs a day with a 
possible expansion to 2000 pairs, with- 
out additional space or equipment. Only 





| welt shoes will be produced. 





A. W. Hunt Here 


NEw YorK—A. W. Hunt, managing 
director of Lawrence Leathers, Ltd., 
Albion Street, Leicester, England, re- 
cently arrived in this country from 
Cherbourg. Mr. Hunt will make his 
headquarters at the New York and 
Boston offices of the A. C. Lawrence 
Leather Company during his stay in the 
States, and expects to return to 
Leicester about July 1. During his 
absence the English company will be 
under the direction of E. J. Schneider. 





Back from Europe 


HAVERHILL, Mass.—Everett Bradley, 
of the Bradley-Goodrich Co., Inc., this 
city, with Mrs. Bradley, returned on 
May 29 on the S. S. Paris from a six 
weeks’ tour of Europe. Mr. and Mrs. 
Bradley visited many places of interest 
on the Continent, Mr. Bradley giving 
especial attention to foreign trade con- 
ditions as relating to the shoe industry. 
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WHERE TO BUY 
Men’s Shoes 
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BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
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WHERE TO~-BUY 
Slipper Supplies 
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POMPOMS AND ROSETTHS 
The right moniantin of at Se right price. 


HY-GRADE SLIPPER SUPPLY co. 
693 Broadway New York City 
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WHERE TO BUY 
Standard Shoe Materials 
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The One 
Waterproof 
Leather That 

j Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 96 South St., Besten, Masa. 
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WHERE TO BUY 


Men’s & Women's 
Slippers 


















PARISTYLE FOOTWEAR MFG. CO., INC. 
lesrooms 

New York Ci 
HIGH GRADE TURN M and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


















Delegates of the Garment Retailers 
of America will sail from New York on 
the S.S. Berengaria on July 16 for a 
six weeks’ study course on fashion in 
Paris. The garment industries find it 
necessary to keep a close eye on the 
trend of fashion in Paris, and this year 





$27.00 per doz. and up 
Waa re 
a sent on | 
request 


Men’s All Leather House Slippers 
HAND TURNED— 
IN STOCK 
Romecos — Operas 
Bveretts 

Golden Brown Kid 
—8 Iron Sole — 
| — pee a 

ROTH & RO 


SENBEKRG SHOE CO. 
Manufacturers 
124 N. 3rd St., Philadelphia 













































IN STOCK 


Genuine kid 
turn 


$1.10—5% 
10 Days ‘ 
Case Lots 

WM. SUMNER SMITH 
325 W. Monroe 

















Chicago, Il. 











Two Strap Sandal 





No. 3-2 at $2.35 


MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WHERE TO BUY 
Children’s Shoes | 


“ELAM 99 


Flexible Turn Shoes 
F. S..ELAM SHOE CO. 


d vcoeesc:. ROCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 























the first serious attempt is to be made 
tc understand fashion at its source, and 
to interpret its necessary adaptations 
for the American woman. 

The Paris convention of the Garment 
Retailers’ of America is distinctly 
practical in its aim and purpose. Its 
program has been formulated with a 
view of affording all who attend a com- 
prehensive and intimate insight into all 
phases of French creative, industrial 
and mercantile activities. All persons 
associated with member stores of the 
Garment Retailers of America are 
eligible to attend. Applications of rep- 
resentatives of non-member stores will 
be considered as a courtesy to Amer- 
ican industry. 

“Under present plans, the convention 
will cover six weeks of which two will 
be consumed by the ocean voyages. 
Twelve of the foremost French trade 
associations and kindred bodies are co- 
operating to insure unqualified success 
te the convention. Robert Schreiber 
of the distinguished French publica- 
tion Les Echos, is spokesman for the 
economic and official entities. The first 
of the four convention weeks will be 
taken up with official receptions by dig- 


— Style at Its Source 


A Congress of Fashion in Paris in July Is the First 
Great Attempt to Understand Workings of Fashion 


nitaries of the French Republic and the 
city of Paris, as well as with a pre- 
liminary study of creative and produc- 
tive problems. 

“The second week will include a re- 
ception by the Paris Chamber of Com- 
merce; a meeting with major economic 
bodies, including the Federation des 
Detaillants de France, Comite de’ la 
Laine, Federation de’ la Soie, Federa- 
tion des Industries de Luxe, Federation 
du Textile; a visit to the Franch news- 
paper plants and to the factories of 
Citreon and Renault. 

“The third week will embrace con- 
ferences with the representatives of the 
leaders in the apparel, fabric, milli- 
nery and allied fields; visits to the de- 
partment’ stores; fashion exhibits 
staged expressly for the convention; 
visits under distinguished escort to the 
museums and educational institutions; 
excursions to Versailles, Fontainebleau, 
Compeigne and other famous sections 
in the Paris environs. 

“During the fourth week there wil! 
be journeys to Lille, Roubaix, Tourcoing, 
Lyons, Mulhouse and other renowned 
textile centers; convention sessions ad- 
dressed by men of international repute. 
Interspersed with this program of 
events will be theater parties in the 
evening and resort trips on week ends. 
There will, of course, be an ample al- 
lowance of time for the delegates to 
transact personal business in th: 





French market.” 





Who Is Going to Be in 
Business in 1930? 


By Jos. J. Eckhard 
of Eckhard Bros., Alton, IIl. 


B hge come a drastic change takes 
place, 25 per cent of the present 
shoe retailers will cease to operate in 
the selling of shoes at all by the time 
1930 arrives, and the reason for it will 
be because practices in shoe stores of 
today are having their kick backs and 
fit will be what the customers are go- 
ing to demand. It is true, however, 
that chicken footwear is sold to those 
wanting class, snap and shoes that look. 
Fit is the last thing that enters into the 
minds of the wearer of inexpensive or 
medium priced short vamp shoes. 
Any store that hasn’t created a de- 
mand for slightly longer vamp foot- 
wear (either McKays or welts, with or 
without arch supports, anywhere from 
$6.00 to $12.00) will find it impossible 
to continue in» the shoe business be- 
cause types of people wanting the 
longer vamp types of shoes are the 
ones who will come back for the sec- 
ond pair, if they have been properly 
fitted. But this is not true with the 
short vamp customer. They shop and 
shop, they buy. where the particular 
short vamp pattern is displayed, noth- 
ing extremely different can improve the 
condition of the foot, no sales argument 













can switch them and cement them to 
the store like a slightly longer vamp 
will. In time the wearer of short vamp 
shoes must resort to the kind of foot- 
wear that fits. Customers whose feet 
have been practically ruined by mis- 
fitted, short vamp shoes, merely so the 
sale can be made, will look for the man 
who takes an interest and fits her foot 
like it should be fitted, giving her at 
least 75 per cent of the comfort she is 
entitled to if not all, and this store will 
be the one talked about. 

Another feature of the longer vamp 
shoe is that a customer who chooses to 
take some person with her in the sele: 
tion of footwear is usually hard to sway 
to buying something different, which is 
not the case with the one desiring ex- 
tremely short vamps. Short vamp cus- 
tomers come in gangs of three or six. 
The person buying has no power what- 
ever. The other five tell her what siie 
should wear. One picks the heel, the 
other the leather, the other the pat- 
tern, and the other the toe and the fifth 
one probably the price. The customer 
doing the buying has no voice in the 
matter. If she has, her mind is so con- 
fused that the salesman is helples 
This is usually not the case with longer 
vamp types of footwear demands. They 
have learned their lesson and are now 
willing to listen. 

Every good store should conver! 
some short vamp wearers into longer! 
vamp wearers for their own future. Oh, 
what a blessing it would be if sho 
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What’s the Big Idea? 


[CONTINUED FROM PAGE 47] 


of course, is staples. The hardest thing 
to accomplish is to get that staple buyer 
to buy some other staple of a different 
color, weight or style. 

Give that a lot of thought right now. 
Tomorrow morning Mr. Jones may 
come in and ask for a pair of his usual 
kind, plain, black, kid or calf shoes, 
that he will wear for every day and 





Sunday, too, all the year around. How | 


may we sell 
pair? 
careful summing up of his ability to 
buy more. 
finance to afford another pair. Granted 
that he can afford the extra pair, then 
it ought to be easy to find the way to 
the second pair sale. 

What sort of a suit of clothes does 
he wear? Does he wear brown or black 
or blue, or mixed gray, or what? Right 
there is your chance to get in your 
fine work. Suggest to him that black 
shoes do not look well with light colors 
in clothes. And that tan shoes do not 

go well with black clothes. Every man 

a a streak of vanity somewhere in 
his makeup. Find it and touch it and 
you have won the first round of the 
fight. 

Women are easier to handie. You 
know at the start they like new things, 
pretty things. So it all revolves around 
their ability to buy more pairs. There 
is the place to use your knowledge of 
your trade and their habits of mind, 
dress and finances. If the woman sim- 
ply cannot afford to buy more than one 
pair, you are stuck right at the begin- 
ning. But you ought to know. If you 
do not know, you have not been in close 


Mr. Jones an additional 
Study of his habits of mind. A | 


He may not be in a state of | 





contact with your trade. You have 
been spending too much time in the 
office and not enough on the floor. 

Surely if a woman has been coming 
into your store for several years and 
lives right in your home town, you 
should know something about her. You 
should know where her husband works, 
what he does, how much he earns, and 
how much money they have with which 
to buy shoes. If you do not know that 
you are handicapped. Have ycu ever 
sat down beside a customer while one 
of the salesforce was trying on shoes 
and engaged in a friendly, neighborly 
conversation? It is surprising how 
much you may learn from one woman 
in a few minutes. Most of them will 
open up and talk freely when they find 
you are genuinely interested, and will 
tell you proudly all about the children, 
the old man, the new house, the new 
car, and a hundred other things if you 
tactfully lead up to it. 

A man may not be quite so ‘free to 
talk but he is usually proud of his 
achievements in his work, whatever it 
may be. He is proud of his raise in 
pay. He is pleased as Punch in certain 
things that he has done in the way of 
improving his home or his small busi- 
ness. It should be easy to learn a lot 
about vour trade if you take the human 
way of doing it. 

In another article we will discuss the 
second question—“How shall T win the 
patronage of new people?” That should 
be one of the most interesting of retail 
problems because it gives a man lots 
of room for original ideas and experi- 
mental work. 








stores through the United States could 


| the model and make she prefers just 


have a waiting room for the visitors, | 
| minds to become confused and after 


while the buyers are seated in the fit- 
ting department away from those who 
are only knocking the sale, taking up 


| 


the salesman’s time and then deciding | 
| a few salesmen’s time but in the end 


to keep on looking. Nowhere in any 
line of business is the merchant obliged 
to undergo what the shoe man is. 
any business you choose. Garments of 
various kinds can be altered if too 
small or if too large, but a shoe has to 
fit. If it doesn’t fit, it is bound to come 
back and create an ill will in the mind 
of the wearer. Therefoge, substitutions 
in sizes are wrong in the beginning. 


Setting a standard rule, for general 


family shoe stores, is inevitable—it 
must be done. Customers’ ideas vary 
to such an extent it would drive the 
merchant insane if he paid any at- 
tention to their dictation. Therefore, 
the common policy to indorse is that 
nothing is returnable that has been 
fitted to their foot and in no case is 
money refunded. The easiest thing for 
the short vamp buyer to do is to take 
it back, get her money back and annoy 
another shoe man. 

I never in my life saw five women 
trying to buy one automobile. The 
minute the four women friends say 
what they like and dislike in a certain 
auto the fifth has chosen, they imme- 
diately find that the purchaser will buy 


Pick | 
| from. 





the same. They don’t permit their 
they have bought it they don’t think of 
taking it back. They might shop 


around some, consuming a few hours of 


will tuy something that some fellow 
will derive a nice amount of profit 
This is not the case in the shoe 
business. Some women spend as much 
time in selecting a $6 pair of shoes as 
other people do when buying a $5,000 
article. 


Freeman-Thompson Co. 
Gets Additional Space 


St. Paut, Minn. (UTPS) — The 
F'reeman-Thompson Shoe Co., 260 East 
Fifth Street, to get more space, has 
leased the seventh floor of the Lindeke- 
Warner Building, Fourth and Broad- 
way. H. C. Freeman is president and 
Horace Thompson vice-president. The 
program calls for increase in the daily 
output of slippers from 4000 to 10,000 
pairs. It is the only manufacturer of 
its class in the city. The officials see 
an upward trend in the shoe trade in 
the Northwest and are thus preparing 
for their share in the increase. 


WHERE TO BUY 


Women’s Novelties 
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ONE OF OUR 3500 
CUSTOMERS WRITES 
“ON-TIME” Specialties 
look like the more expensive 
styles and can be resold at 
substantial profit, even in 

localities of keenest 
competition."’ 
Write for latest 
circulars. 
Samuel Cohen 
Shoe Co. 
Boston, 


Im stock $3 to $6 
sellers. 





72 Lineoin St., Mass. 











Latest Styles at 

Popular Prices 

in Stock. - 
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Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 











WHERE TO BUY 
Slipper Quilting 
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SLIPPER nn - 4-7 aaa 
ATTENTION! 


We Do Quilting 


For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 




















WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIX TURES 
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DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS 
Made on Right and Left Lasts 


Wom. Miss. 

Mo. 600 Black Kid..1.45 1.40 1.35 

Me. 604 White Kid..1.75 1.70 1 45 
Coast Prices Slightly ° 


Higbe 
BROOKS SHOE 


MFG. CO. 

Philadelphia— 
1725 No. 6th 8t. 

Los Angeles—1162 80. Hill Bt. 






IN 


STOCK 








im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane 8t., 
New York, N. Y. 

















BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 
Soft Toe 


Child’s 6 to 11—$1.35 

Misses 11 te 2— 1.40 

Women’s 2'% to 8—1.45 
Also Hard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
1 No. 11th St., Philadelphia, Pa. | 
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WHERE TO BUY 
Shoe Buckles 
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TriFarRi & De ALTERIIS 


Importers and Manufacturers 
7) 
CUT STEEL 


BEADED 
RHINESTONE 


SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 
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IMITATION STEEL 
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SHOE BUCKLES 
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A. & H. VEITH, INC. 
—Importers— 
9-11 East 38th, New York 
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CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 


, MAISON MANN, INC. 
formerly 


3 West seth St. New York 
0$0000600000000600000000006 
Chas. E. Lundwall Dead 


Brockton, Mass.—After a long pe- 
riod of failing health, Charles E. Lund- 
wall, 63, a director of the Brockton Co- 
operative Boot & Shoe, Co., died at the 

oore Hospital hereon May 31. He 
was one of the pioneer Swedish shoe- 





More ‘Time for Selling 


[CONTINUED FROM PAGE 60] 


AVERAGE TIME PER SALE 


Minutes 

1925 1927 

Total time-selling and 

I lite ao ai lap aa 46 4.3 
OS re ee 4.4 3.9 
er ee 8.0 9.9 
Selling time ........:.. 2.9 2.8 
Eri i ae ihe ands 28 2.7 
Ng 60 eis oso pele ide 5.0 6.3 
SE ere Sy is 
Re eae 1.6 1.3 
CME dsowied decenadacs 2.0 3.6 


It has been shown that the amount 
of the average charge sales is $5.95 
as against $0.85 for the average cash 
sale. Although ratio 
of value of sale to 
time would show the 
charge sale as_ the 
more desirable of the 
two, $0.601 per min- 


ute for charge as 

against $0.2179 per 

minute for cash, the Stock Care 
cash sales form the 

bulk of the business. Interviews 
There is no indication — 
to what degree the Seeviee 
credit losses and ad- 

ditional office time Selling 


and expense make the 
charge sale more or 
less costly than the cash sale. 

Further analysis may be made to 
show the individual performance of 
each salesperson, if desired. 

It will be recalled that the data in 
this study have been presented as an | 


Waiting or idle 


average store which is really a com- 
posite of four stores, one each in 
New York, Chicago, Philadelphia, 
and Boston. Just as a matter of in- 
terest, a chart is shown below indi- 
cating the division of the salesper- 
son’s time in each of the cities. 

It will be noted that in the various 
stages of this study certain outstand- 
ing and vital facts were uncovered 


| which without analysis might have 


been only remotely guessed at. The 
analysis provided the store propri- 
etor with certain exact knowledge of 
what his salespeople, his stock and 


Distribution of a Selesperson's Time ~ 1927 
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his customers were doing. In the 


application of the method presented 
herewith the facts developed need to 
be scrutinized in the light of each in- 
dividual store-proprietor’s experi- 
ence. 











makers in the community, and long had 
been an active worker in the growth 
of the business. He leaves a wife, a 
brother, Dr. Lawrence Lundwall, in 
Gardner, and a mother and _ several 
brothers and sisters in Sweden. 


Turns in Brockton 


BrocKToN, Mass.—Under a _ policy 
announced some weeks ago, Geo. E. 
Keith Company has completed and 
shipped the first big order for turned 
shoes made entirely by Brockton work- 
men. The shoes, first of their type 
ever to be turned out in this city, were 
of exceptional workmanship and the 
company was very pleased with the re- 
sults. It was expected that some diffi- 
culty might be experienced getting 
turned workmen but some of the em- 
ployees in the Boston factory where 
they formerly were made moved to 
Brockton, and other were obtained here 
who are familiar with the operation. 
The company reports good demand for 


Buford H. Jones Now 





the turned type of shoe. 


With Dunn & McCarthy 


Boston, Mass.—Buford H. Jones, 
formerly vice president of the Thomson- 
Crooker Shoe Company, of Boston, has 
become associated in an executive ca- 
pacity with Dgnn & McCarthy, Inc., 
of Auburn, New York. 

Plans which are being made for the 
expansion of the business of this com- 
pany will be announced later. 


Columbus Factories 
Close to Capacity 


CoLtumsus, OHIO (UTPS)—Produc- 
tion at shoe manufacturing concerns In 
Columbus is being well maintained and 
is close to capacity, accosding to 4 
survey made of Columbus factories re- 
cently. Prospects for a continuation of 
the high rate of production are good ac- 
cording to sales managers of various 
concerns. 
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PATENT 
ty” LESS 5% 


The Ann Howe Sandal In Stock 
for Immediate Delivery. Spike 
and Cuban Heels. C _ wide. 
Wire your order. 


BOOT AND SHOE RECORDER 


No initial orders for less than 
12 pairs. 


Many other novelties 
continually In Stock. 





PER MONTH 


Brings lou 
st 
Improved 


Recorder “Selling Messages 


CONSISTING OF 


Eight cards, with peppy selling and pull ’em in messages, 
different each month in shape, design and color. 


100 price tickets to harmonize with the cards each month. 


Four (4) Art Easel Bases with store initial, sent with first 
month’s shipment of cards. 


Price: —$48.00 for the year, payable $4.00 per month. 


For men’s exclusive shops, a special assortment of cards 
is offered. 


Order Now—for July Cards 


Recorder Show Card Department 
189 W. Madison St., Chicago, Illinois 








_ 
PAKS 
SELL BOUDOIRS? 


Greeley Boudoirs, in black 
or colors, and with leather 
or rubber heels, are never 
“shelf warmers.” Ask your 
jobber—if he can’t sup- 
ply—write us. 


STOCK 


36 Pair Cases 


A. W. GREELEY 
; i 12 Duncan Street : Haverhill, Mass. 4] 











NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door belle 
out by the roots and thus ruin the good wife's entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information im this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter's confidence in his ability to 
sel] the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 Seuth Street, Besten 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 








4c per word. Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities. Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 






































SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 




















Milwaukee, Wisconsin. 


“KOZY KOMFORTS” SLIPPERS 


We offer a splendid Side Line Proposition to active salesmen, working via 
automobile in MICHIGAN, INDIANA, MISSOURI and KANSAS, on our 
complete lines of MEN’S, WOMEN’S and CHILDREN’S SLIPPERS, all 
styles Wood Heels and Padded Sole Merchandise, POPULAR PRICED. 
Instock, Active business all sections, 


Advances against commissions. All 
write full details, Kozy Komfort Shoe Mfg. Company, 1701 Richards St., 











Live wire salesman for Oklahoma 
territory. Established business. 
Act at once to get advantage of 
substantial fall business. Address 
D-521, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 











RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Ohio, Ar- 
kansas, Missouri, Indiana, Tennessee, New 
York state. Want men to carry our line of 
In-Stock leather house slippers as side line. Must 
live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell- 
ing line. Easiest selling commodity in shoe 
game today. Maid-Rite rp. (Manufacturers) 
35 York St., Brooklyn, New York. 





ALESMAN WANTED: We have an opening 

in several states for a side line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-503, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, III. 





ALESMEN—Are you making enough money 

on your side line? We have a splendid 
proposition for the right men. If you have 
either an office in a central city, or travel by 
auto, command a good clientele, our line of 
novelty slippers for men, women and children, 
soft and hard soles, will make big money for 
you. Styles and prices sell them on sight. We 
pay god commissions and credit you with all 
re-orders. State full particulars in first letter. 
telling all about yourself, references, other lines 
carried, and exact territory you cover. Address 
D-502, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMEN WANTED—Short pretty side 
line, Turn, First Steps, all in stock. Seven 
per cent. References first letter. Schuylkill 
Shoe Co., Orwigsburg, Pa. 





WANTED SALESMEN—Side line, two 
samples. Department and_ shoe __ stores. 
Liberal commission. Quick sales. Specialty Co., 
West Somerville, Mass. 





MEN carrying high grade shoes to carry high 
grade mules and uidoir slippers as_ side 
line. Write in care of the Sabsco Shoe Mfg. 
Co., Inc., 89 Atlantic Ave., Brooklyn, N. Y. 





ANTED—Several experienced retail shoe 

salesmen with managerial possibilities, for 
stores located in the principal cities of Vir- 
ginia. Chances for advancement for those who 
can qualify. Permanent position and compensa- 
tion commensurate with ability. If you are not 
of the Live Wire type with wide experience, 
do not answer. Address D-530, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesmen to carry side line men’s 
overgaiters. Commission basis. ll terri- 
tories open. Apply, Finkelstein, 526 So. Third 
St., Philadelphia, Pa. 





HOE SALESMEN to carry side line of felt 

and leather soft slippers on commission 

basis. Antonoff Novelty Slipper Corp., 71 
Greene St., New York City, N. Y. 





S ALESMAN WANTED full or part time on 
commission basis to handle the New Serv- 
Self Shoe Fixture. All correspondence strictly 
confidential. Write Serv-Self Shoe Fixture 
Co., 3528 Tremont Ave. So., Minneapolis, 
Minn, 





W ANTED—Experienced salesman to carry our 
line of “A-B-C’? Turn shoes in Western 
Pennsylvania, Ohio, West Virginia, District of 
Columbia, Virginia and South West territory. 
79, Commission. KETNER, KRATER & 
COMPANY, ORWIGSBURG, PENNA. 





SALESMAN to carry two pocket samples, a 
women’s turn leather sole boudoir and a 
ballet slipper, in stock proposition. Excep- 
tionally profitable repeat mail order numbers, 
7% commission. Address D-532, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SALESMAN to sell the output of an Eastern 
factory making 30 cases daily of ladies’ 
McKay novelty shoes to wholesalers and volume 
buyers. Retails for $4.00. Address D-533, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


FIFTY SALESMEN WANTED: Any sales- 
man handling women’s or misses’ shoes can 
sell quantities of our select buckles suitable 
for any type of shoe. Carry an assortment in 
your pocket and earn extra dollars every day. 
Commission basis 15%. Write for particulars. 
Address D-536, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 








E_XPERIENCED salesman wanted to cover 
Detroit, Cleveland, and New York State for 
manufacturer of women’s fine arch support 
welts, to retail between $5 and $6. All styles 
are in stock from A to~EEE. Address D-537, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Wanted: 


Salesmen of experience with 
following, to sell our lines of 
women’s up-to-the-minute novelties 
ranging from $2.35 to $2.85 
carried In-Stock. States open: 
Va., Pa., Ky., Ohio, Iowa, Ills., 
Mo., Miss., La., Texas, Colo., Idaho, 
Wyo., Mont., Wis. Commission 
basis only. Full particulars must 
accompany application. Address, 
D-520, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











For Texas, Oklahoma, Missis- 
sippi, Louisiana, Georgia, Ala- 
bama, Illinois, Missouri, Kansas 
and other desirable territories to 
carry as side line the fastest short 
line of In-Stock Styled Correc- 
tive McKay Arch Shoes priced at 
$2.85 and $3.85. Straight com- 
mission basis. Good opportunity 
for big earnings. Address 





Corrective Shoe Company 
14th & Washington Ave. 
St. Louis, Missouri 














ALESMEN. In following territories, for | 

to the minute, well styled New York line o! 
women’s novelties to retail at popular prices 
New York State, Connecticut, Baltimore and 
Washington, Alabama, Georgia, Illinois, Indiana, 
Detroit and Cleveland, Mississippi. Address 
D-538, care Boot and Shoe ecorder, 207 
South St., Boston, Mass. 








LINE WANTED 


SALESMAN with knowledge of Oregon, Was! 
ington, Idaho desires full time line for an 
or all of this territory. Good references. Ad 
dress D-527, care Boot and Shoe Recrder, 207 
South St., Boston, Mass. 








WANTED—SHOE LINE FOR GEORGIA 
EXCELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 


WANTED Popular Price line Turns—Infant 

_ to Misses to carry along with Welts— 
Prices and discount for volume buyers in Texas, 
Louisiana and Oklahoma. What have you’ 
I have established trade. Address D-539, care 
ma and Shoe Recorder; 207 South St., Boston, 
Mass. 
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LINE WANTED 


FOR LEASE 


MERCHANT NEEDS 





OMEN’S LINE WANTED—E£xperienced 

salesman, who has been connected for ten 
years with one of America’s leading women’s 
shoe factories, is desirous of securing. a high- 
grade or medium line for Southwest and 
Western territory. Best of references fur- 
nished. Send replies to: D-535, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


OR LEASE—100% space on first floor for 

Ladies’ Shoe Department in Modern Ladies’ 
Ready-to-Wear store of the better class, loca- 
tion 100%. City of 100,000. Splendid oppor- 
tunity for medium priced shoes. Schultz’s 
Cloak House, Evansville, Indiana. 











HELP WANTED 





WANTED TO PURCHASE 








Factory Executive 


An internationally known manu- 
facturer of Rubber Products re- 
quires the services of an experi- 
enced Footwear man. An excep- 
tionally fine future is assured a 
man who is fully competent to 
superintend the Designing, Devel- 
opment, and Production of high 
grade Rubber and Canvas Foot- 
wear. 


Please give age, brief personal and 
business history and state quali- 
fications for this position in letter 
addressed to D-498, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 

















BUSINESS OPPORTUNITY 


Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











It would be worth your while to get in 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 
LINES, as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 

















Extraordinary 
Profits 


For CASH BUYERS there is constant 
opportunity to make profitable purchases 
in the HOLLAND SHOE and LEATHER 
Market. 

Our extensive connections with the shoe 
and leather factories enable us to buy 
for you at the very lowest prices. Our 
warehouse, located in the center of this 
industry, as well as all other facilities, 
are placed at our clients’ service. We 
would greatly appreciate your personal 
visit to our plant. 

Write for further information. 


N. V. Lederfabriek Joh. Verbunt 
Dongen, Holland 











FACTORY BUILDINGS AVAILABLE in 
Cuba, N. Y. Main line Erie Railroad, Penn- 
sylvania Railroad, Route 17, houses for families, 
2 national banks, Niagara power, natural gas, 
spring water system, sewers, good schools, hos- 
pital, mail delivery, Cuba Lake summer resort, 
5 churches, abundant labor, paved streets, com- 
modious hotels, no organized labor. Address 
M. J. O’Malley, President CUBA BUSINESS 
MEN’S CLUB, Cuba, N. Y. 








POSITION WANTED 


POSITION WANTED—As buyer and man- 
ager or assistant of shoe department or shoe 
store. Twenty years’ experience in shoe re- 
tailing. Age 40. Married. References. Free 
July 15th. Address D-529, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








SALES POSITION—Young man experienced 

previously in a wholesale shoe business tor 
himself, desires to represent manufacturer or 
jobber, Eastern territory. Drawing account or 
commission. Address D-534, care Boot and 
mg genceodee, 214 South 12th St., Philadel- 
pnia, a. 


POSITION wanted by a reliable man, 41 
* years of age, having had 25 years’ experience 
in a wholesale shoe house, now liquidated. Ca- 
pable of filling any position on the inside. Ad- 
dress D-531, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SHOE AND CLOTHING SALESMAN de- 

sires position in Colorado or surrounding 
States. 27—single—with 8 years experience. 
Address D-540, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


SHOE Repair Man desires job in middle west. 
27—single—with 7 years experience. Ad- 

dress D-541, care Boot and Shoe Recorder, 207 
uth St., on, Mass. 














MERCHANT NEEDS 











Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all_ styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 











CAHILL BOX MARKER 


(Copyrighted) 


A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 


PRICE, $4.00 


Mailed on Approval 


HARRISBURG, Pa. 














| Artistic 
Price and Sale 
Tickets 


something new. 


Always 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 


the color. 


Emil Rublack 
140-142 West Broadway 

















Established 1903 New York 


101 YEARS OF MANUPACTURING EXPERIENCE 


EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Ill.; Kansas City, Mo.; 
Los les, Calif.; New York, N.Y.; 
Philade Pa.; St. Louis,Mo.; Port- 
Oregon; San Francisco, Calif 
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MERCHANT NEEDS 


JI _ ee 


Display. Fixtures of Quality 
PE st aed SNE eRe Rade te MEE aetR, AEE ES 
1 IN WOOD ONLY, BUT IN MANY PERIODS 1 





To Make Your Show Windows Profit- 
able These 3 Conditions Are 
Important: 


ist—A good Window Display Man; 
2nd—Change the Displays very often; 
3rd—Use Wood Display Fixtures that are 
well made, correctly proportioned, inter- 
changeable, and nicely finished. 





Always bear in mind that 
‘*MANY SALES ARE MADE FROM THE SIDEWALK’ 


At half the rent you are paying, you 
would not board up your show windows. 
This means they have a certain value. 
If neglected they become very costly. If 
utilized right they can be made very 
profitable. 


ASK FoR SPECIAL Book N-I1 
wo SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 


P One of the Two Best Lines Made 
CINCINNATI, O. 

















QSTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


MEYER Co. 


"iTe 


FRANK ( 
[3awk Caniond a agtig beshuee 
263-27) LEXINGTON AVE., BRODKLYD. av 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPGS 





WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 











New Englanders Hold 
First Golf Tourney 


Aulbach Makes Low Score at 
Opener 


Boston, Mass.—The New England 
Shoe and Leather Golf Association 
held its first tournament of the season 
at the Charles River Country Club on 
June 5. 

George Aulbach, former Arlmont 
professional, who is now in the shoe 
business, went around the course in 
41—-35—-76 despite a seven and six for 
the first two holes. 

Those who played in the morning had 
difficulty in breaking 100 due to the 
rain. The weather held down the num- 
ber of starters to 63. 

Martin Tevlin of Thorny Lea had the 
best gross with a 77, and Arnold Cur- 
tis, of Marlboro, took first net honors 
with 92—70. Gross prizes were given 
to each trade and net prizes to both 
classes in each trade. K. E. Mosser, of 
Brae-Burn, who won best gross in the 
leather trade with an 81, and H. D. 
Bryan, Jr., of Charles River, and R. W. 
Hart, Jr., won the net prizes. S. M. 
Patterson won best gross in the shoe 
trade, and F. Liberty took the net 
prize in class A, while W. Larkin and 
A. D. Dourneus tied for first net in 
class B. Frank Rapp, of Charles River, 
won the gross in the allied trade with 
a 79, and A. D. Knight, of Thorny Lea, 
and W. M. Lebrecht won the net honors. 





Tariff Law Change 
Urged by Andrew 


SALEM, Mass.— Congressman An- 
drew, who represents the North Shore 
shoe and leather district in Congress, 
is taking steps to secure a change in 
the tariff law such as would permit the 
President to put a protective duty on 
shoes and leather whenever circum- 
stances require. The present law pro- 
vides that the President may increase 
any rate of duty as a means to regu- 
lating imports. But if there is no duty 
on an article, and leather and shoes 
are on the free list, then the President 
may not lawfully put a duty on them. 

Congressman Andrew is prompted to 
this movement by a petition of a thou- 
sand leather workers, who have asked 
for a tariff on upper leather, as well as 
by Treasury Department reports which 
indicate that imports of shoes from 
Czechoslavakia have increased from 
435 pairs in 1923 to 1,500,000 pairs for 
the first four months of this year. 


Ben Strauss Dead 


HaMILTON, OHIO (UTPS) — Ben 
Strauss, president of Strauss Clothing 
& Shoe Co. of Hamilton and interested 
in clothing and shoe stores in Akron, 
Cleveland and Lexington, Ky., died at 
his late residence recently following an 
attack of heart trouble. He was 60 
years of age and had been in ill health 
for several months. 














Bush Going to Europe 


St. Louis, Mo.—John A. Bush, presi- 
dent of the Brown Shoe Co., will sail, 
June 21, on the S.S. Lapland for 
Europe, accompanied by Mrs. Bush and 
their daughter. He will visit Berlin, 
Vienna, Paris and other important 
centers, both for pleasure and to look 
into the shoe industries of these coun- 
tries. He will return home some time 
in August. 


Wide Variety in Fall 
Materials Is Predicted 


HAVERHILL, Mass.—Present volume 
of production in the shoe district is 
very low, but between seasons are util- 
ized by the shoe stylists and designers 
in the creation of new and smart modes 
to attract the buyer in anticipation of 
the new season. There is some revival! 
in cutting operations. 

Sampling goes on quite vigorously, 
and it is hoped that before mid-sum- 
mer retail merchants will find them- 
selves in a more satisfactory condition 
with relation to stock purchases. The 
handicap of an unseasonal spring is 
well recognized, but local shoe men 
hope that fall buying will not be long 
retarded. 

The fall materials, it is indicated, 
will feature suede calf, grain kid, pat- 
ent and novelty prints and fabrics. 
Suedes are showing very strong in the 
new browns, including russet and wine- 
color. Patent is to be very popular as 
the season advances, it is predicted. 
The blue kid feature is not less pro- 
nounced than earlier in the season. 
Patterns are not widely different from 
other seasons. Straps, gores and plain 
pumps are predominant. There is a 
tendency to higher heels. Fancy 
trimmed novelties are coming along 
strong, but shoe men are fearful that 
they will be over-played. Snakes and 
reptiles for trimming are very popular. 
Shoe ornamentation is also being ac- 
complished by generous piping, weaves, 
fancy stitching and overlays, notice- 
ably on the quarters. 





Kessler-Levin Begins 
Shoe Production 


BALTIMORE (UTPS)—With a capital 
stock of 500 shares at a par value of 
$100, the Kessler-Levin Shoe Manufac- 
turing Company, Inc., has commenced 
operations in this city. The concern 
has leased quarters in the building at 
85 South Frederick Street, and has fin- 
ished installing shoe making machinery 
of the latest type. 

According to Jack E. Levin, a mem- 
ber of the firm, it is the intention of 
the company to produce only women’s 
high grade turn shoes, which will re- 
tail from $8 to $10. : 

The concern has begun operations 
with a daily output of approximately 
200 pairs of shoes a day, but plans to 
increase this production to 500 pairs a 
day within a short time. 

Harry Kessler, senior member of the 
company, is now planning an extensive 
selling campaign to introduce the new 
product. Representatives will be ap- 
pointed throughout the country with 
sales headquarters in Baltimore. 
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Cushion Heel makes the heel 
LIGHT, thé edges TIGHT without 
cement, the tread FLAT, and 
allows the nails to be counter- 
sunk out of sight. 
THE 


MODERN 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 

















The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot aNnp SHoe REcorpER 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


HERE is a great problem in the 

increasing idle time of clerks in 
shoe stores, and we want to devise 
ways and means of making selling 
hours per day more active. We will, 
on June 16, show proved methods to 
use idle time. If the national aver- 
age is one hour per shoe sale—what 
price service? 


N analysis of what is being 
done in various towns and 
cities of the United States in the 
way of apportioning and directing 
the members of the shoe store’s sell- 
ing force to produce the best results, 
with the least loss of time, presents 
an interesting study and one that 
not only varies with every type of re- 
tail shop studied, but again shows a 
different method with the well de- 
fined plan of every manager—in 
other words, the division of labor in 
a retail shoe store is as individual as 
is the human being at its head. 


IGHTEEN original suggestions 

for getting the most out of your 
advertising dollar. We have pre- 
pared a measuring stick of values of 
advertising, helpful to store small 
and large. The use of this will 
double the value of money spent in 
advertising. 
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VULCO-UNIT 
BOX TOES 





GF THE SPRING a very young man’s fancy turns to thoughts 
of marbles. Summer brings baseball, Autumn football, 


and so on through the year. But whether it’s marbles 
or tops, baseball or football, makes little difference 
—the young man’s shoes are in for it. 


Vutco-Unit Box Toes are comfortable, and are spe- 
cially constructed to stand this every day, all day wear, 
where the wear comes hardest —AT THE TOE. 


{ Specify VULCO-UNIT BOX TOES for Children’s Shoes } 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest eManufacturers of Box Goes in the World 
STATLER BUILDING, BOSTON 


Cincinnati Chicago 
GEORGE A. SPRINGMEIER G. W. KiB8Y & COMPANY 


St. Louis 
OSCAR F. WRIGHT COMPANY 




















